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R. R. Tuttle Out 
to Sell $7,000,000 
of Company Stock 


Promotion of Guaranty Fire of 
Newark, Which Will Sell 
“Over the Counter” 


F. SPENCER BALDWIN IN IT 


Plan Is to Insure Only Owners of 
Buildings and Cars of Its 
Stockholders 


Robert R. Tuttle, who organized the old 
First National Fire of Washington, D. C.. 
which in 1918 was reinsured by the Agri- 
cultural, Automobile and Home of New 
York after it had gone into the hands of a 
receiver in 1917, and who was the pre- 
siding genius of the old Commercial Fire 
Insuranee Company of that city which was 
reinsured in the United States branch of 
the Nord-Deutsch and in the Globe & 
Rutgers in 1914, and had other fire insur- 
ance experience of various kinds, is seated 
in an office in a building in Broad Street, 
Newark, at the present time, directing the 
sale of stock in a new company which is 
utider promotion. It is to be called the 
Guaranty Fire Insurance Company of 
Newark ; claims it will do business “direct- 
ly over the counter” and by mail with its 
policyholders; and expects to write only 
buildings and motor cars of stockholders. 

The literature of the company is very 
ambitious, as the goal of the promoters is 
to have eventually “a $7,000,000 capital 
and surplus.” 


Big Figures in Prospectus 


To quote its literature: “The first mil- 
lion is being purchased by investors purely 
as an investment. The remaining $6,000,- 
000 will be sold only to owners of de- 
sirable buildings. Assuming that the ex- 
pense of organization and of complete 
equipment of the business (including 
$200,000 for nationally advertising the 
Guaranty Fire’s plan of direct selling) 
amounts to 20%—there will remain $2,- 
000,000 capital and $3,600,000 net surplus, 
a total of $5,600,000.” 

The aim is to raise the $2,000,000 capital 
by selling 400,000 shares at a par value of 
$5, which is being subscribed for at $10 
per share. 


The Officers 


The president of the new company will 
be F. Spencer Baldwin, who for five years 
was manager of the New York State In- 
surance Fund and was the first secretary 
of the Liberty Mutual Insurance Com- 
pany, at Boston, Mass. There are two 
vice-presidents, one of whom is John F. 
Conroy, treasurer of the Dime Savings 
Institution of Newark and a director in 
ane of the casualty companies having its 
hame office in New Jersey. The other 
vice-president is Arthur C. Hensler, presi- 
dent of the Essex Ice and Cold Storage 
Co., and a director in two banks. The 
chairman of the board is Robert S. Hud- 
speth, former judge, and now a director 


(Continued on page 20) 























PHOENIX 


Assurance Company, Ltd., 
of London 


100 William Street, New York 


A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
75 Maiden Lane, New York 





























A factor 
in your choice of a company. 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance, 

North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 
=" national advertising in the interests of the North America 

gent. 


Insurance Company of North America 
PHILADELPHIA 


and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life 












































Cathedral Builders 


Each is a cathedral builder—whether he be architect, master mason, 
or apprentice helper. And each is therefore entitled to respect. 

In the institution of life insurance every man and woman, in Field or 
in Home Office, is a builder in the great temple of life. Each is there- 
fore entitled to respect. 

And in this organization the man or woman whose production is 
small is held in the same fraternity as the man or woman whose 
figures are in the million, provided only that conscience, loyalty, and 
industry animate the work. 

We have room for men and women of high ideals, who believe that 
life insurance is one of the supreme forms of social service. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 























Great Interest 
Here in British 
Insurance Scheme 


Compulsory Contributory System 
Including All Wage-Earners 
Came as Surprise 


OPINION AWAITS DETAILS 





Death Benefits Fills Out Whole 
Social Insurance System 
of Government 





The actuaries of American life insur- 
ance companies had no advance knowl- 
edge of the social insurance proposals 
made by Winston Churchill as Chancel- 
lor of the Exchequer in presenting his 
first budget to the House of Commons, 
the main features of which were sum- 
marized in Tre Eastern UNpDERWRITER 
last week. These proposals come as'a 
surprise, especially the compulsory con- 
tributory feature as applied to all of the 
wage-earning population 
income or means. 


Rounds Plan 

The outstanding point about the new 
plan is that it rounds out the Govern- 
ment’s existing insurance 


regardless of 


Out Government's 


schemes and 


includes for the first time a life in- 
surance provision with specified sums 
payable at death. The _ information 
available here does not yet disclose 


what effect, if any, the enlarged insur- 
ance plan will have upon the commer- 
It does 
not appear that any features of the vari- 
ous “all in” schemes, which contemplated 
including the commercial companies in 
the Government plan, have been incor- 
porated in the Churchill proposals. 

All domestic servants and agricultural 
laborers will come under the new plan. 
The only workers who do not are those 
earning more than £250 a year or who 
belong to excepted occupations, such as 
the police force and civil service, school 


cial life insurance companies. 


masters and the like, who have their 
own scheme of insurance superannuat- 
ing. 

Few occupations, however, have a 


scheme of widows’ pensions and there 
will be a proviso by which persons in 
excepted occupations may make a par- 
tial contribution to the national insur- 
ance scheme to provide partial benefit, 
such as the widows’ pensions, not given 
under their existing schemes. 


Interested In General Effect 


The chief interest among actuaries of 
American companies is in the probable 
cost and the resulting effect on the life 
insurance business in Great Britain gen- 
erally. As announced, every male wage- 
earner must pay 4 pence a week into the 
new insurance fund, each female worker 
2 pence and the employer must pay a 
similar amount. The contribution starts 

(Continued on page 10) 
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PLAIN DEALING 


Back in 1918, when the writer was editing copy on a Philadelphia newspaper, 
Ben B. was our star reporter. Ben was a truly wonderful fellow, direct descendant 
of a full-blooded American Indian, and in his youth he had worked before the 
mast in his father’s fishing smack plying off the coast of Maine. His early train- 
ing and the solitude of the seas had left their mark so that we came to know Ben 
as a regular plain-dealer. He lacked the indirectness and deviousness that some- 
times characterizes men in their dealings in the cities. He was just wholesomely 
plain and straight-forward. 


Once he told me about the business practice of the fishermen off Gloucester and 
the coast of Maine. Sometimes, after a poor season, funds were low so it became 
necessary to ask credit of the big Boston houses for nets and other equipment. 
For these essential supplies, the fishermen exchanged their verbal promise to pay 
at the close of the new season—no other security was asked for or given. A verbal 
contract among those stalwart fishermen was binding beyond the possibility of 
evasion. And woe betide one of their number who dealt lightly with his word. 
Instantly he was shunned by his own kind. 


Business practice in the cities has become so complex that written contracts are 
necessary. Even so, this Agency chooses to honor the man-to-man qualities of 
every agreement and to place the spirit of the contract ahead of the legal letter, 
if contradiction should arise. 


Equal distribution of leads, prompt promotion of those who qualify, ethical deport- 
ment each toward the other, friendly association and willing helpfulness—these 
are the tenets to which this Agency wholeheartedly subscribes. 


THE PAUL R. WENDT Agency 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


2248-50 WOOLWORTH BUILDING 
NEW YORK CITY 


NOW IN OUR PERMANENT QUARTERS 


Whitehall 6270 
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Former Bank Man Now 
Leading Boston Agent 


A. L. POTTER’S GREAT SUCCESS 





Mutual Benefit Man Will Pay for 
$5,000,000 in 1925; Carries Heavy 
Protection Himself 





One of the most successful insurance 
agents in Boston is Arthur L. Potter of 
the Mutual Benefit. For the first four 
months of this year he paid for more 
than $1,050,000, and in addition placed 
about $1,000,000 surplus business. His 
business to date consists of in excess of 
fort lives and his complete writings for 
1915 will probably foot up $5,000,000. 

In telling about Mr. Potter and his per- 
sonality, a Boston correspondent of Tre 
IASTERN UNDERWRITER sayS: 

“His reputation among his clients is un- 
usual inasmuch as they ‘stick to him like 


ARTHUR L. POTTER 


glue,” and he is never afraid to tell the 
life insurance men in general the names 
of the people whom he has written, be- 
cause he knows that no one- else could 
step in and take his business away from 
him. 

Was Youngest Cashier 


“When he was twenty-three years old 
he was the youngest National Bank cash- 
ier in Massachusetts, and at the age of 
thirty was treasurer of one of the Bos- 
ton trust companies. 

“When he was thirty-four he elimi- 
nated the idea of being a bank officer and 
jumped head first into the life insurance 
business, going with the Phoenix Mutual 
in Boston and was for the ‘two years that 
he was with them the national leader. 
After two years he joined the Mutual 
: Benefit. 

“Mr. Potter believes the big idea in life 
insurance is the Underwriting of Life 
Values which explains itself. His produc- 
tion of over two million for the first four 
months in 1925 is not only a remarkable 
feat for a Boston man but I doubt if there 
are many life insurance men in this whole 
country who can claim a production of 
such a figure. 

“Mr. Potter is forty-four years old, 
married, and carries the limit of protec- 
tion of $200,000 in the Mutual Benefit 
besides protection in other companies.” 





EXTENDS LONGEVITY SERVICE 


Dr. Henry J. F. Wallhauser, of New- 
ark, has been added to the staff of The 
Prudential in its longevity service. 











“Please Teacher” 


In the old days we learned 
more at school than mumbly 
peg. Among the great lessons 
taught us was that of self-de 
pendence. We soon found that 
we could not be told everything 
and that the teacher was simply 
placing our feet on the bottom 
rung of the ladder and that once 
we had a good foothold we 
would be left toclimb the ladder 


of life in our own way. 


The manager’s job is pretty 
much that of a teacher and as he 
is thorough, painstaking and ex- 
acting he will find his supervis- 
ion of the agent requiring less 
and less of his time. The able 
manager is the captain of his 
company, who inspires his men 
with the militant force of the 
verse which says: 


“But buckle in with a bit of vim, 
And take off your coat and go to it, 
Then start in and sing as you tackle 

the thing : 
That cannot be done, and you'll 
do it.” 


The Prudential 


=) Insurance Company of America 


Epwarp D. Durrie_p, President 





Home Office: Newark, New Jersey 








Fenster and Fleishman 
Named General Agents 


BOTH SUCCESSFUL ALBANY MEN 





Travelers Gives General Agency to Two 
Underwriters Who Made Success 
of Up State Agency 





Philip W. Fenster and Alvin S. Fleish- 
man have been appointed general agents 
for the Travelers in New York. The head- 
quarters of the new agency will be at 123 
William Street. 

Both members of the new firm have 
been active and successful life under- 
writers in Albany for some years. Mr. 
Fenster entered the business in 1911 be- 
ing connected with the Travelers office in 
Albany and in 1914 he formed a partner- 
ship with his brother and two years later 
they were made general agents at Albany. 
In 1918 he formed a partnership with Mr. 
Fleishman and they built up a large gen- 
eral insurance business. 

Mr. Fleishman entered the general in- 
surance business in 1912 as an agent for 
the Northwestern Mutual Life and also 
writing fire and casualty lines. The agency 
will have as manager Harry A. Marcus 
for the past several years a traveling audi- 
tor for the Treasury Department. 





MADE AGENCY SUPERINTENDENT 
William R. Spinney Was Formerly As- 
sociate State Manager For Massa- 
chusetts For Union Mutual 

The Union Mutual Life of Portland, 
Me., has appointed William R. Spinney 
superintendent of agencies succeeding 
Dr. Albert E. Aude, who is now the 
medical director of the company. Mr. 
Spinney went with the Union Mutual 
immediately after his graduation from 
Bowdoin College in 1912. For several 
years past he has been associated state 
manager for Massachusetts with State 
Manager J. Everett Hicks. 


DISABILITY FOR WOMEN 





Penn Mutual Life Makes Changes Lib- 
eralizing Feature for Self-Sup- 
porting Female Risks 
Self-supporting women—whether sin- 
gle, widow, or divorced—may, if other- 
wise eligible, have the benefit of the 
Total and Permanent Disability provi- 
sion, to a limit of $100 a month, provided 
their age is between twenty-one and 
fifty, according to new liberalized con 
ditions just made by the Penn Mutual 
Life. The provision will not be ayail 
able with Term insurance, and will not 
be granted to married women. The 
extra premium is the same as_ that 

charged for men. 

The provision will terminate in the 
event of marriage, and disability must 
occur prior to age fifty-five. Marriage 
occurring during the receipt of disability 
income payments will not terminate the 
payments, which will continue to be paid 
according to the terms of the provision 
under which they are available. 

Waiver of premium, with a policy limit 
of $10,000, is available to women appli- 
cants of the class described above. 





TO BUILD RADIO STATION 





National Life & Accident of Nashville 
Signs Contract For Powerful Sta- 
tion in Home Office 
The National Life & Accident of 
Nashville, has closed a contract with the 
Western Electric Co. for a high pawer 
radio broadcasting station to be installed 
in the company’s home office building. 
The plans call for one of the most com- 
plete radio stations in the country and 
one of the two largest stations in the 
South, a 1,000-watt super-power station. 
The National Life & Accident plans 
general entertainment programs, includ- 
ing lectures, sermons, music, sports and 
other features. A_ special dedicatory 
program is being planned for some time 
in August when the station is scheduled 

to be completed. 
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“If wishes were horses, beggars would ride” 








beggars by wishing could ride they would nevertheless still be beggars. A ride 
would get them nowhere, nor would it, even to them, mean anything. 


The ride is the thing and that pre-supposes that the right to ride has been earned and 
the destination has been thought out before foot is put in the stirrup. 


But after ali the old proverb has an appeal for us. [ts sarcasm exposes the futility of 
wishing without working; it suggests that dreams do not come true without effort. 


It is all right to wish. The man who dreams of nothing and wishes for nothing gen- 
erally will not work and will get nothing. The man who gets something visualizes it 
first, wishes for it, and then works for it. 


When General Grant told his wife that they were poor because all their property had 
been lost through the rascality of a business partner, Mrs. Grant was naturally much 
grieved. “But,” said the general, “It is nothing to compare with what it would be 


if one of the children had gone wrong”’ 


The proverb suggests that there is a “wish” in most human hearts. Serious-minded 
men and women realize responsibilities, and if in moderate circumstances, they wonder 
how these obligations can be met. Therefore, they “wish”. | 


About what does your dearest wish centre? Your children, of course. If you live you 
will take care of their training and education. Your productive power will give them a 
chance in life, a chance to ride. But suppose you do not live. 


Can they in that unhappy event be educated? Can they ride? They can. They 
can by your forethought; and they will not be beggars either, and in doing it you will not 
indulge in mere dreams. Your wish will become a reality. They will know how to 
ride, whither to ride, and what to do when they get there. 


All this can be done through Life Insurance. 
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Life Insurance is a real magician ‘ 

is 

It makes wishes real horses and the otherwise helpless can ride. : 
Send for a New York Life agent. He will give you a good “mount” for which you i 
can pay (no begging), and a destination—the protection of your dependents. Ne 
NEW YORK LIFE INSURANCE COMPANY. r 

DARWIN P. KINGSLEY, President. " 

: 

NOT A COMMODITY, BUT A SERVICE : 
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Bronx Agent Writes 
560 Cases in Month 


USED MANY NOVEL METHODS 





Ray L. Korndorfer Beats Former Record 
For 516 Applications; Produces 
$2,000,000 in Campaign 





A new high mark of 560 completed 
and paid-for applications in one month 
has been made by Ray L. Korndorfer, 
president of Ray L. Korndorfer, Inc., 
brokerage office in the Bronx, New 
York. This breaks the record of Harry 
E. Glatz, Mutual Benefit agent in 
Jamestown, N. Y., for 515 prepaid cases. 

Mr. Korndorfer, still in his late twen- 
ties, produced a total volume of $2,000,000 
in a whirlwind campaign which ran 
from April 1 to April 30. On his first 
day he secured 108 applications, break- 
ing the former mark of 80 made by Mr. 
Glatz on his first day. His hours were 
from 7 A. M. to 11 P. M., Sundays in- 
cluded. 
000. 


His largest case was for $250,- 
special stenographers were 


Three 





RAY KORNDORFER 


used, working in relays, eight telephones, 
and eight examining physicians. His 
youngest applicant was 16 years; oldest 
applicant, 64 years, a Catholic priest. 
Only 6% of his total completed cases 
were rejected. 

How He Started 


The origin of Mr. Korndorfer’s cam- 


paign can be traced to Pinehurst, N. C., 
where he and George W. Fennell, presi- 


dent of the Bronx National Bank, were 
playing golf a month ago. One night 
the noise of a sign flapping in the wind 
woke him up, and while he was trying 
to sleep he conceived the idea of secur- 
ing the largest number of applications. 
He had heard of the achievement of 
Joe Tom Eubanks, of Searcy, Ark., in 
writing 406 applications in a month. 


His first step was to circularize a 
prepared list of 6,000 friends and 
strangers, compiled over a_ period of 


nine years, with a typical voting ballot. 
Approval or disapproval of Mr. Korn- 
dorfer’s campaign was to be indicated 
in the squares ‘provided and the ballot 
returned to him in the stamped return 
envelope. The ballot read: “1. I be- 
lieve that Ray L. Korndorfer should be 
the world’s champion life insurance 
writer and will pull for him in this cam- 
Ppaign because I believe in backing up 
the Bronx. 2. I do not believe that 
Ray L. Korndorfer should be world’s 
champion and am not in the least in- 


terested in bringing this honor to the 
Bronx.” One thousand ballots came 
back in the affirmative, an unqualified 


endorsement of his plan. 
The first day Mr. Korndorfer wrote 





108 applications, beating the high day’s 
work mark of 80 applications set by 
Harry Glatz. This was accomplished 
chiefly by use of the telephone and au- 
tomobile. The 108th application was 
signed by Sheriff Edward J. Flynn, 
democratic boss of Bronx County, one 
of the youngest political leaders in the 
country. <A distinctive feature was a 
bright red carnation which he wore on 
all occasions so that he was known as 
“The Man with the Red Carnation.” 
Mr. Korndorfer’s impression was that 
he had only the record of Joe Tom Eu- 
banks to beat, but before his first day 
had ended he was advised that 515 cases 
had to be exceeded. This news came 
a8. surprise but gave him an added 
incentive to reach his goal. He said his 
first day’s work was the hardest. 


Striking Advertising 


Newspaper advertising in two New 
York dailies was used, the copy being 
so striking that Mr. Korndorfer was 
offered a $25,000-a-year position in an 
advertising agency. He also ran space 
in an American Legion program. His 
best advertising stunt was the use of 
ten large ground floor windows, facing 
the 149th Street subway, in which he 
posted “World’s Life Insurance Cham- 
pionship now in Progress—April 1-30." 
It is estimated that 69,778 people trans- 
fer at this point daily. He also was the 
subject of an editorial by Arthur Bris- 
bane in the Harlem and Bronx edition 
of the New York “Journal,” while 
two New York daily papers ran a story 
and picture about him, delivering a 
$250,000 policy to George M. Fennell, 
president of the Bronx National Bank. 

On April 20th, when Mr. Korndorfer 
needed 200 more applications to win, he 
sent out a personal, informal letter ex- 
plaining his purpose to 500 prominent 
people, well known to him, whom he 
had not as yet written. Super-fine en- 
yraved stationery was used, the envelope 
was marked “Personal Delivery,” which 


meant everyone had to sign for it. 
Twenty cents was spent on postage for 
each letter. This was really his close-up 
shot and netted him a profitable result. 


Highlights in His Campaign 


Even the arm of the law did not stop 
Mr. Korndorfer in his drive. On one 
occasion he parked his car in front of 
a barber shop and went in to get a 
shave. A policeman came up while he 
was inside and told him he would have 
to move his car or be arrested. Mr. 
Korndorfer pleaded for six minutes’ 
time but overstayed it. He came out, 
fully expecting to receive a summons, 
but when he gave his name to the offi- 
cer the latter said, “Are you the Ray L. 
Korndorfer?” A confidential talk fol- 
lowed in which Mr. Korndorfer told the 
policeman all about his campaign. In- 
stead of getting a ticket, he got the 
cop’s signature on an application. On 
another occasion he exceeded the speed 
limit of thirty miles an hour, was stopped 
by a motorcycle cop, and in two minutes’ 
time told the officer who he was and 
went on his way to sell Borough Presi- 
dent Henry Brucker. 

Joseph V. Miller, president of the 
Mapes Piano String Co., of Bronx 
County, formerly world’s champion speed 
skater, originally took a $5,000 policy. 
He later increased this to $90,000 for 
both personal and business protection. 
John M. Haffen, president of Bronx 
County Trust Company, insured 69 em- 
ployes of his bank for $1,000 each and 
personally paid the first-year premiums. 
Mr. Korndorfer is a protege of Presi- 


dent Haffen. John A. Sexauer, presi- 
dent of J. A. Sexauer Mfg. Co., insured 
his 44 salesmen with Korndorfer for 


$1,000 each and he also paid all the pre- 
miums. His 407th policy was taken by 
George W. Fennell, president of Bronx 
National Bank, for $250,000. August F. 
Schwarzler, owner of the largest garage 
in the country, insured all his employes 
(Continued on page 9) 





Connecticut General News 
Hartford, Conn. 





May for Accident Insurance 


Every 


May Connecticut 


General 


agents break all our previous acci- 


dent insurance 
their profit. 


records, 


greatly to 


Many men new to this line are swept 
into our campaign by the enthusiasm 
of our old men and are held by our 
helpful sales program. 


Our new selling kit, 
surance to Fit the Case,” 


“Accident In- 
gives to 


beginners the essentials of accident 
insurance and to veterans the means 


of accurately 
to the case. 


fitting 


the contract 


For brokers as well as for our own 


men. 
General Life 
Hartford, Conn. 


Send for one. 
Insurance 


Connecticut 
Company, 

















Max Goldsmith Cleese: 
294 Cases in Month 


STAR OF RIEHLE AGENCY 





Equitable Society Agent Writes $1,456,- 
500 in 27 Days With Average 
Policy of $4,954 





Max Goldsmith, a star producer with 
the John M. Riehle Agency of the Equit- 
able Life Society in New York, has just 
written 294 cases in one month for a 
total of $1,456,500. Mr. Goldsmith has 
been a member of the Equitable Clubs 
ever since their formation, advancing in 
the past ten years from the Century 
Club to the Three-Quarter Million Dol- 
lar Club. He is 53 years old, and has 
been with the agency since 1906. 

In planning his campaign, Mr. Gold- 
smith first combed and re-combed his 
lists of old policyholders, discarding , al! 
those not in good shape, physically or 
financially. The remainder, a key list, 
was card indexed alphabetically and geo- 
graphically. The entire New York City 
was divided into districts. A preliminary 














MAX GOLDSMITH 


letter was sent out by the agency, an- 
nouncing the drive, to 450 selected pros- 
pects. Mr. Goldsmith was not given a 
complete list of his prospects. Every 
night a certain number of cards for his 
next day’s trip were sent to him and at 
the same time he would return to the 
office the cards from the previous day. 
He made no call-backs the same day 
unless especially requested. 


Used Car and Chauffeur 


Mr. Goldsmith used his car and chauf- 
feur and carried with him an examining 
physician. Most examinations were 
made on the spot. Verv few requests 
for appointments were ‘phoned to the 
agency office, which is the ordinary pro- 
cedure. While the doctor was examin- 
ing a closed case, if Max was finished 
in that particular office, his doctor knew 
what the next stop would be and would 
follow on and pick him up at the next 


call. By this method he was not delayed 
while examinations were being made. 
His sales resistance was cut down to 


some extent by the advance publicity 
through the mails, but in practically 
every case a sale had to be made. There 
were very few complimentary applica- 
tions. 


Average Policy—$4,954 


In previous record campaigns, Theo- 
dore M. Riehle, associate manager of the 
agency, had noted that the keynote was 
to write a large number of applications, 
mostly for $1,000. Mr. Goldsmith’s 
drive, however, was to be for number 
of applications of insurance sold in ade- 

(Continued on page 9) 
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Commissioner Smith 
and H. L. Ekern Clash 


OVER BIG INSURANCE BILL 


Attorney-General ‘Siete Attacks Group 
Feature and Says Measure Is 
Not Understandable 





Differences over insurance department 
policies between Wisconsin officials have 
broken into the open with a likelihood 
that heated discussions by the two on 
Wednesday will play an important part 
in the next state campaign. 

The open break is between W. Stan- 
ley Smith, state insurance commissioner, 
and Attorney-General Herman L. Ekern, 
a former state insurance commissioner, 
over the big insurance bill that was given 
a hearing in the senate on Wednesday. 
Attorney-General Ekern appeared be- 
fore the senate and assailed the mea- 
sure, which had been prepared by Mr. 
Smith with the aid of insurance ex- 
perts. 

Within an hour after the senate hear- 
ing and the speech by Mr. Ekern, Mr. 
Smith attacked the attorney-general in 
a talk before insurance men of Wiscon- 
sin Rotary clubs in convention at Madi 
son. 

Mr. Ekern attacked the feature of the 
bill dealing with group insurance and 
declared that a revision bill should not 
have included a number of changes 
vitally affecting insurance companies. 
He also said he was unable to under- 
stand the entire bill and was certain 
that senators could not understand it. 
The revision of laws should have been 
left to the revisor of statutes, Mr. Ekern 
declared, and if any change in the’ in 
surance laws was wanted they should 
have been asked in separate bills. 

In his reply to Mr. Ekern, Mr. Smith 
declared that Mr. Ekern has for many 
vears and still represents various classes 
of insurance interests. He emphasized 
that neither the attorney-general nor 
Charles Whelan, Madison insurance 


man, appeared at the committee hear- 
ing on the bill and said that he was 
glad that the bill had now gone beyond 
the “whispering stage.” 

“Mr. Whelan, representing the Mod- 
ern Woodmen, had sat for three days 
in the senate committee on corporations 
and never raised his voice in protest to 
the committee or never offered any argu- 
mentss neither had Herman L, Ekern, 
who for many years represented and 
still represents various classes of insur- 
ance interests, had never appeared be- 
fore the committee and offered any 
amendment nor any suggestions,” Mr. 
Smith told the Rotarians. “Today they 
both appeared in opposition to the bill. 
Mr. Whelan, who was responsible for 
all the lodges of the Modern Woodmen 
being requested to send invitations in 
opposition to the bill, frankly admitted 
that there was nothing in the bill that 
was detrimental to fraternal insurance 
and that he was opposed to the bill 
because it was too big, that he could 
not understand it, that the phraseology 
had been changed. The only vital point 
that either Mr. Whelan or Mr. Ekern 
made was against the definition of group 
insurance as it was incorporated in the 
bill. It was written on a definition 
framed by the convention of insurance 
commissioners.” 


GIVE “THE MIKADO” 





Fine Performance of Comic Opera by 
Home Office Employees of Mutual 
Life Insurance Co. 

No performance of the Shubert’s revival 
of “The Mikado,” Gilbert & Sulli- 
van’s comic opera now on _ Broad- 
way, could have been more en- 
thusiastically received than was its per- 
formance by the Mutual Life Association 
last Wednesday night at the Brooklyn 
Academy of Music. It was under the per- 
sonal direction of Harry Luckstone, the 
veteran grand opera singer and former 
producing manager for the Aborn Opera 
Company, with a cast and chorus of over 
100 voices and a selected orchestra of 22 

musicians. 


The Mutual Life Association, com- 
posed of the home office employes of the 
Mutual Life, is fortunate indeed in having 
in its membership such a galaxy of talent 
and performers. Homer G. Ayres, as 
Ko-Ko, the Lord High Executioner of 
Titipu, did some remarkable acting, es- 
pecially in the numbers “The Execution” 
and “The Flowers that Bloom in the 
Spring.” In the latter he received four 
encores for his parodies. Ward M. 
Hawley, who was down on the pro- 
gram as Pooh-Bah, Lord High Every- 
thing Else, put just the right touch 
of lordly dignity into his acting, and 
showed a humorous appreciation of his 
part. The Mikado of Japan, impersonated 
by Arthur F. Ekins, was applauded on his 
entrance in the second act, the musical 
number “Entrance Mikado” being well 
done by the entire company. 

Edwina Schoeneck Fucks, soprano solo- 
ist of Grace Presbyterian Church, starred 
as Yum-Yum, the ward of Ko-Ko, and had 
a very appreciative audience in her love 
affair with Nanki-Poo, the son of The 
Mikado, disguised as a wandering minstrel. 
Arthur Q. Bryan, tenor soloist at Em- 
bury Methodist Church, took the part of 
Nanki-Poo. Dora Bard, a Southern girl 
and a newcomer to New York, made a 
fine Katisha. One of her best numbers 
was “Hearts Do Break.” Miss Bard is 
contralto soloist of the Temple Israel on 
Washington Heights, New York and pos- 
sesses a rare contralto voice. 


BURKE “PEP” MEETING 





Newly Appointed Managers of Home 
Life in Albany Give Get-Together 
Dinner; Ellis a Speaker 
P. J. Burke & Sons. Inc., recently ap- 
pointed general agents for the Home Life 
of New York in Albany, held a get-together 
dinner last Tuesday evening in Hotel Ten 
Eyck with one hundred present, including 
several guests prominent in Albany public 
life. Raymond C. Ellis, publicity manager 
of the Home Life and assistant to Vice- 
President George W. Murray, was one 

of the speakers. 


HOSKINS AGAIN A SPEAKER 





Gives Second Lecture at Travelers’ Ex- 
tension School in New York on 
Policy Contract Provisions 


J. E. Hoskins, the scholarly assistant 
actuary of the Travelers, who made his 
first appearance last week at the com- 
pany’s extension school in New York, was 
again a speaker yesterday, his subject be- 
ing “An Analysis of Life Insurance Con- 
tracts.” Mr. Hoskins took up specific 
policies of the company and gave his audi- 
ence an explanation of their provisions 
from an actuarial standpoint. He also 
dwelt on the selection of risks, showing 
how the company arrives at a fair average. 
Special emphasis was placed on the in- 
contestable clause, the suicide provision, 
surrender values and the reinstatement 
provision, Mr. Hoskins’ feeling being that 
agents should be thoroughly conversant 
with them. 





PAYS FOR MILLION IN MONTH 





42nd Street Branch of Aetna Life Has 


Big April Production; Manager 
Graham Large Personal Writer 


The 42nd Street Branch of Hart & 
Eubank, Aetna Life managers in Greater 
New York, paid for $1,004,000 in April, 
this being the largest amount paid for in 
a month’s time in this office. James P. 
Graham, in addition to being manager of 
the branch, is a large personal producer, 
ranking 49th among Aetna Life producers 
throughout the country. Associated with 
him are Edward R. Gaw, Frank J. Mulli- 
gan and Harold C. Hubbell, office 
manager. 





WRITES COLUMBIA GROUP 

The Metropolitan Life has issued a 
group policy covering 600 members of the 
faculty and clerical staff of Teachers 
College, Columbia University. The in- 
surance is graded according to salary and 
is on the contributory plan. 











business. 




















CONNECTICUT MUTUAL 


NEW QUARTERS IN NEWARK 


We have unlocked the door of our new suite of offices covering practically 


| half the 4th Floor of the Firemen’s Building at the “Busy Corner”’—Broad and 
| Market Streets. 


Our rapidly increasing Sales Force and Brokers incessantly jammed and 


bombarded the little cigar box of an office we formerly occupied until its sides 
were literally broken out. 


Urgent and timely relief was afforded when the Firemen’s Insurance Com- 
pany recently moved to its new building. But we have no apology to make for 
| the overcrowded condition of the old quarters. 


who sought our services and reciprocated with their good will and magnificent 


We will continue to perpetuate the rich heritage of “True Service” as ex- 
emplified by the Old Connecticut Mutual and with sustained energy and strict 
integrity meet the new conditions of our greatly enlarged business. 


STUART B. ROTE 


General Agent 


We could not ignore the men 
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“Evening Post” Starts 
Lovelace Articles 


WILL RUN THREE EACH WEEK 





New York University Insurance Head 
Discusses Protection for Families 
in Initial Story 





The New York “Evening Post’ started 
its column, entitled “Guiding the Insur- 
ance Buyer” on Monday of this week. 
This ts a series to be written by Griffin 
M. Lovelace of New York University. 
Dr. Lovelace’s articles unll appear three 
times a week—on Monday, Wednesday and 
Friday. The first was entitled “Each Fam- 
ily’s Insurance,” and it was advertised by 
the “Evening Post” in other daily papers. 

The initial article follows: 


Some of the people of the United States 
are carrying a total of about $65,000,000,- 
QUO of life insurance. That is easy to say, 
but not so easy to comprehend. Most of 
us really know what $100 or $1,000 is, 
but our experience doesn’t reach into the 
billions. 

If no more life insurance should ever 
be written by the American companies, 
and if they should start now and pay out 
this $65,000,000,000 at the rate of $1,000 a 
day it would take 65,000,000 days, or 
more than 178,082 years, until the entire 
amount had been distributed. At the 
rate of $1,000,000 a day, the time required 
for distribution would be over 178 years. 

However, the American companies will 
not stop writing new policies. The annual 
amount of new life insurance written in 
the United States is growing at a stu- 
pendous pace. This year the total volume 
of new insurance written will be in the 
neighborhood of $12,000,000,000 to $14,- 
000,000,000 and the rate of growth in the last 
decade has been so great it will be but a 
few years until the huge total of $100,- 
000,000,000 will have been reached. 

One of the easiest ways of valuing capital 
is to estimate the income it will produce. 
If when the last of the life insurance now 
in force has been paid out, it were all still 
conserved and invested, it would yield an 
income, at 5 per cent, amounting to one- 
twentieth of 65 billions or 3%4 billions a 
year. 

Let us pause for a moment and analyze 
this $65,000,000,000. Do we mean that the 
life insurance companies have this much 
money on hand now? No, they have about 
$10,000,000,000 accumulated and invested 
toward the payment of the $65,000,000,000 
in “death claims,” as the persons insured 
die from year to year. 

The death rate of insured persons in the 
United States is fairly uniform, taken from 
year to year. From tables of statistics 
carefully compiled many years ago the 
companies know approximately the num- 
ber of people who will die each year per 
1,000 persons insured at each age. It has 
therefore been a simple matter to calculate 
what amount of annual deposits collected 
at each age, together with interest earned 
at a very conservative rate, will make it 
possible to pay $1,000 at each death until 
every person insured has passed away. 

These annual deposits, called premiums, 




















WANTED 
A Supervisor of Agents 


An Eastern Life company wants as Supervisor of Agents a 
young man with field experience and who is a graduate of a 
University Life Insurance Course. 


Box 1022, The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 


Address: 

















are really savings, for the purpose of ac- 
cumulating a fund to the credit of each 
policy and to pay each policyholder’s share 
of the annual death claims. 


People Underinsured 


The total insurance of $65,000,000,000 
represents, therefore, contracts for the 
payment of this sum as the insured per- 
sons gradually die. The accumulated funds 
of $10,000,000,000 now on hand, plus in- 
terest earned, plus the future annual de- 
posits of policyholders, will suffice to pay 
this huge total of insurance contracts 

To whom does the $10,000,000,000 al- 
ready accumulated belong? Is it the prop- 
erty of stockholders, officers and directors? 

No; it belongs to the policyholders 
themselves. It is the total of millions of 
small savings deposits, held in trust and 
safeguarded under the insurance laws of 
the various States for the purpose of 
guaranteeing each policyholder’s contract. 
The face amount of the policy is guaran- 
teed to his wife, his children, or other 
beneficiary, whenever he dies; or, if the 
time comes when he feels that he no longer 
needs the “protection,” he may decide to 
withdraw in cash the fund credited to his 
policy. 

Since there are already $65,000,000,000 
of life insurance in force, one may wonder 
why any more should be written; isn’t 
everybody insured up to the limit? 

Let us work out the answer together. 


Assuming four persons to a family and a 
population of about 114,000,000, there may 
be about 28,500,000 families in the United 
States. The result of this number divided 
into $65,000,000,000 is $2,280 of life in- 
surance per family. If the average mother 
can support herself and children for one 
year on $1,000, $2,280 would last about 
two years and three months. But if she 
has to pay her husband’s funeral expenses 
and last debts, she will be fortunate if 
she has $1,000 left. 

As a matter of fact, there are still many 
heads of families who are not insured and 
many more whose insurance is micro- 
scopic. On the other hand, there are some 
men whose lives are insured for millions 
of dollars, yet the average is only about 
$2,000 per family. 

Despite the large volume of life in- 
surance in force today, the business of 
providing protection for the future by the 
simple, common sense plan of making com- 
paratively small annual savings deposits 
in life insurance companies is only just 
begun. The surface has hardly been 
scratched. 

Copyright, 1925, by N. Y. Evening Post, 
Inc. 

This is the first of a series of articles 
dealing with all phases of insurance. Sub- 
sequent articles by Professor Lovelace 
will appear in the Evenine Post three 
times a week, Monday, Wednesday and 
Friday. 





holders. 





Founded 1867 





Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 
What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 


OF IOWA 
Home Office: Des Moines 








P. F. Huff Luncheon 
on Tenth Anniversary 


A MOST ENJOYABLE OCCASION 





Home Office Sends Large Delegation 
With Congratulatory Messages; 
Other General Agents Attend 





The tenth anniversary with the Travel- 
ers of Perez F. Huff, New York general 
agent, was celebrated in the form of a 
most enjoyable luncheon and dance at the 
Hotel Roosevelt on Saturday of last week. 
From the home office came B. A. Page, 
vice-president; H. H. Armstrong, super- 
intendent of agencies; Daniel J. Bloxham, 
of the Travelers schools; and Dr. Gros- 
venor, medical director. Quite a number 
of general agents were among the guests 
and they included Graham C. Wells, of 
the Provident Mutual; Hugh D. Hart of 
the Aetna Life; Herman Robinson, George 
H. Rowe and Louis Reichert of the Trav- 
elers. Representatives of some of the 
other Travelers general agencies also at- 
tended, as did several prominent insurance 
agents who got part of their training under 
Mr. Huff and are now with other offices 
including Miss Mary Shapiro. All of the 
agents who fly the Huff banner including 
Augustus Stone, leading agent of the Trav- 
elers, were on hand as was the office staff. 


Some of Mr. Huff’s Achievements 


The occasion had plenty of sentiment 
and all of the speakers paid tribute to 
Mr. Huff’s. leading position in the insur- 
ance community; his success not only as 
a general agent as evidenced by the fact 
that his agency has given the Travelers 
$100,000,000 in a decade, his personal 
prowess as a writer, illustrated by his 
paying for $100,000,000 since he became 
an insurance agent in Florida 35 years 
ago; his abilities as a picker and trainer 
of agents, evidenced by the talent on all 
sides. 

David M. Bressler was toastmaster, and 
the talks were all short and to the point. 
Mr. Page said there were few men who 
could induce him to leave Hartford on a 
Saturday afternoon, but he was glad to 
say that Mr. Huff was one of them. 

Mr. Armstrong told of the standing 
which Mr. Huff had in the Travelers 
official production family. Sometimes he 
has led the company personally with his 
writings; sometimes his agency has ranked 
number one. In fact, it has stood first 
on three different occasions. Personally 
Mr. Huff has paid the Travelers $13,000,- 
000 in ten years. 

“He has been a real Travelers star,” 
he said. He also paid tribute to his loyalty. 

One of the felicitous moments of the 
afternoon came with the presentation to 
Mr. and Mrs. Huff by the agency force 
of a Chinese pink jade lamp. Mrs. Huff 
and Miss Huff added charm to the head 
table. The agency has seventy-five agents. 

J. J. Keon, one of the leading agents, 
gave a gold match box to Lester J. Saul, 
office manager and one of the officers of 
the agency. 

Mr. Huff concluded the speaking with 
a brief talk of appreciation for the eulo- 
gistic things which had been said of him. 

















REPEATS 


Lincoln National Life policyholders everywhere are 
being notified of the exceptional features offered in 
the new Lincoln National Life Juvenile Policy, writ- 
ten on children down to age one day old. 


Requests for more information—direct leads—coming in from 
every part of the country. 


’ ? 4 ? P , ile Policy 

Growing interest in the Lincoln National Life Juvenile | " 
which pom Mme both the parent and the child, is proving it to 
another reason why it pays to 

















Lincoln Life Building 





The Lincoln National Life Insurance Company 
on nanminaeene 








Fort Wayne, Indiana 








Pennsylvania 


1865 











Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Founded 1865 


1925 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate | 
Book Increase His Income and General Efficiency 

















O. W. Breidenthal, 


A Good of the Kansas City 
“Attention Agency of the Equi- 
Getter” table Life of Iowa, 


has a good “Attention 
Getter” that he uses with effective re- 
sults to gain the interest of his pros- 
pects. He says: 

“Life insurance is the only investment 
with a guaranteed three and one-half 
per cent return (if you live), and a three 
million per cent speculative feature (if 
you die tomorrow).” 


*_ * 8 


In a good sales talk 

Features of recently, Gerald A. Eu- 

Business bank, of Hart & Eu- 

Insurance bank, general agents 

in New York for the 

Aetna Life, gave some good points on 

business insurance, which are summar- 
ized in the following: 

“John Doe, president of John Doe in- 
corporated, died today.” So reads the 
telegram sent out by Dunn or Brad- 
street to some thirty or forty credit 
managers throughout the country. 

The credit managers get busy. “How 
much does John Doe owe us? Have 
we any undelivered orders on _ our 
books? Who is going to be the new 
president?” 

Just supposing the telegram which 
went out read: “John Doe died today. 
He carried $500,000 business insurance 
pays able to the corporation.” 

3ut how should we interest the John 
Does in business insurance? First by 
becoming associated with some credit 
organization. Mercantile agencies are 
good. So are the banks. We must sell 
the agencies or the banks our idea first. 

Then some bright and sunshiny morn- 
ing John Doe walks into his office and 
in his mail finds a letter reading some- 
thing like this: 

“Will you kindly advise us as to what 
fire, casualty and commercial life insur- 
ance you are carrying? We wish to 
make sure that we have given you full 
advantage of every credit asset you 
possess.” 

And the letter is signed by a credit 
organization or a bank! 

When we call in John Doe in a few 
days the chances are that meanwhile 
he has asked his bookkeeper to get up 
the report asked for. The chances are 
that he has said “What is this com- 
mercial life insurance?” 

When we come in we say: 
commercial life insurance.” 

And the reception we get is not like 
the reception generally received in a 
“cold” canvass. Mr. Doe says: “Why, 
yes, I know quite a lot about commer- 
cial life insurance, of course, but per- 
haps you can explain a few points to 
me.” 

Assuming we sell him we _ follow 
through. He receives another letter 
saying something like this: 

“We have been advised that you re- 
cently took out $100,000 commercial life 
insurance. Jf this be so kindly so’ ad- 
vise us so that we may make sure that 
you receive proper credit for this busi- 
ness asset and allow us to congratulate 
you on your business foresight.” 


“T sell 


There is nothing that 


On Cost will depreciate an 
Of Making agent’s efforts more 
Each Call than the strain and 


nervous tension which 
result from not knowing what he is go- 
ing to do next or how is he going about 
it, points out the Acacia News. 

One of the most successful agents had 
his system of handling prospects devel- 
oped to a science. It was his rule never 
to let up on a prospect until he was 
too old or died. He figured his time 
alone was worth $15.00 a day—and that 
he could call on an average of ten 
people every day in the week. At that 
rate, each call cost him $1.50. 

He said every time he called on a 
prospect without closing a sale he con- 
sidered that the prospect was indebted 
to him in the amount of $1.50. If he 
made five calls on a man without get- 
ting the “ink” his prospect owed him 
$7.50—if he called seven times without 
closing he had an account of $10.50 
against his prospect, and so on. 

Knowing that his only chance of get- 
ting the prospect to liquidate that obli- 
gation was to get his name on the dotted 
line, he bored in with absolute deter- 
mination to close his man every time he 
called. 

Some sales cost him an unreasonable 
price at the charge of $1.50 a call, while 
others were secured at an exceedingly 
small figure—but he struck an average 
cost of selling on this basis of figuring 
that made him a big success in his field 
—and inasmuch as there was no way of 
knowing in advance just where he 
would be successful, he said his system 
was absolutely necessary in order to 
maintain his average. 

This plan also proved an incentive in 
keeping up his calls on new people be- 
cause 1f he called on fewer than ten 
people a day his average cost of making 
a call would be increased and in justice 
to his prospect he would have to charge 
the difference up to himself. 

Whether an agent is working on a 
straight. commission, straight salary or 
a combination of both, his time is his 
best asset—and his success depends up- 
on how he conserves and utilizes his 
working hours. 





APPOINTED AT SPARTANBURG 

The Penn Mutual has established a gen- 
eral agency at Spartanburg, S. C., with Vic- 
tor S. Hebbert in charge. Mr Hebbert isa 
native of England and a former officer in 
the British army. He served with the Dor- 
cershire Regiment throughout the World 
War retiring from the service in 1920 with 
the rank of major. He came to this coun- 
try in 1923 after serving for several years 
as sales manager of the Liberty Shoe 
Company of Leicester, England. Since 
then, he has been engaged in sales capaci- 
ties, and as a free lance artist and adver- 
tiser. 





GOES BACK WITH DURYEA 

Paul K. Judson has rejoined the J. B. 
Duryea General Agency of the Penn Mu- 
tual Life at San Francisco, after about 
one year with another company. Mr. Jud- 
son is rated one of the best informed men 
on the Pacific Coast on income insurance. 





Policies backed by one of the very s' 





The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National cog make selling easier. 


capital, surplus and Sones standard of reserv: 


eet be Be seven, having ample 

















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 
and 


INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


oesevesescces ITTITTTT TITTLE ere ae ee 4 
Liabilities pesbanneedecoss SEE Re ae Pee wahacowee {ivepiacaveceuperccanbbccseserieese 36,164,159.74 
Capital and Surplus. sasbawedewees sae dasVelcanionelda van need gheassenceesedeldureroneesaeeace 5,357,123.43 
Insurance in Force........... wobepentvetakvesecssdeethtvevsceapecoherssceseccegeeececae 273,540,675.00 
MRP MUNCER TES TOP MONOUEG 6 055.000 0:5 edcesdcsasesvesesebinnviecioosssecscassescteas S eeeeune 3,036,319.80 


JOHN G. WALKER, President 




















a Boston, Massachusetts 


Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 


record of EIGHTY-TWO YEARS of prosperous and suc- 


cessf':i business. It has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 
a protession are invited to apply to 





The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York 
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Application Drives 
By Two Canadians 


BOTH ARE WITH IMPERIAL LIFE 





Vise Writes 166 Cases in Month and 
Kingsmill, Working 16 Hours Daily, 
Beats Him With 171 





Two Canadian agents in the past few 
months have made noteworthy produc- 
tion drives for a large number of appli- 
cations in a month. They are Bernard 
Vise, of the Imperial Life, who wrote 
166 cases in March for a total of $213,- 
326, and J. Gault Kingsmill, also of the 
Imperial Life, who beat Mr. Vise’s mark 
by writing 171 policies for $187,000 in- 
surance. 

Mr. Vise made his plans a month be- 
fore his campaign opened. He inter- 
viewed a large number of prospects, se- 
curing their signatures to a promise to 
take a policy provided sufficient other 
signatures could be obtained to break 
the existing record. He obtained 163 
promises, and at the same time got his 
prospects’ date of birth and other de- 
tails. Forty, however, did not fulfill 
their promises, so Mr. Vise wrote ad- 
ditional applications to make up the de- 
ficiency. His hours were from 7 A.M. 
to almost midnight; policies ranged from 
the ten-year endowment to whole life; 
no straight-term insurance was written. 
An interesting feature was Mr. Vise’s 
comment on the mental attitude. One 
day he interviewed a man who had prom- 
ised to take a policy. The man refused 
to sign. Mr. Vise lost his temper and 
tore up the application. This incident 
changed his entire mental attitude and 
as a result he only wrote one applica 
tion that day. 

Mr. Kingsmill (the present high man 
in Canada) did not plan his drive but 
picked out 100 personal friends from the 
telephone book and concentrated on 
them. His definite aim was to secure 
170 signatures of men who would agree 
to take a policy with the understanding 
that no application would be asked for 
unless 170 signatures were secured. He 
secured this quota in sixteen days with- 
out circularizing or advertising in any 
form. Every one of his policyholders 
acknowledged they needed some more 
insurance and did not buy from him 
merely to help beat a record. 

Sixteen hours a day was averaged by 
Mr. Kingsmill; a total of 652 calls were 
made in 16 days, resulting in 392 actual 
interviews. One application—on a pack- 
ing -house magnate—was written at his 
breakfast table; another .was_ written 
at 1:30 A.M. in a hotel lobby on a 
visitor to Toronto. His largest policy 
was for $5,000. 


The Penn Mutual Life has sent out 
to the field a circular regarding in- 
debtedness on installment policies. 


Wrote 560 Cases 


(Continued from page 5) 
quate amounts, and properly sold. In 
27 working days, the period from March 
16 to April 15, including Sundays, he 
wrote 294 completed and examined cases 
in $1,000 to $10,000 amounts to assist Mr. 
Korndorfer. Arthur Baumann, of Bau- 
mann & Company, furniture dealers, 
persuaded 40 of his salesmen to help in 
the drive and where they didn’t want 
the insurance he offered to pay the pre- 
mium. Without such co-operation, said 
Mr. Korndorfer, together with the help 
of Messrs. Hart & Eubank and New 
York newspaper editors, the record 
never would have been made. 

An All-Around Athlete 


A winner of many medals and cups 
in bowling and golf, Ray L. Korndorfer 
is now the president of what is prob- 
ably the largest brokerage office in 
Bronx County. He is a member of 32 
organizations and a director of a bank. 
He is borough agent for the Maryland 
Casualty and branch manager of the 
Sun Insurance Office. He started his 
insurance career in 1912 as a $5.00 per 
week office boy with the North British 
and when he was twenty-one years old 
became secretary and treasurer of Ben- 
jamin, Korndorfer & Hastings. In 1920 
he bought out his two partners and the 
first of 1925 organized the office under 
his own name. His very last policy was 
on the life of Frank Frisch, star second 
baseman of the New York Giants, with 
whom he used to play ball. 

Mr. Korndorfer is an agent of Hart 
& Eubank, Aetna Life manager in New 
York. 


Goldsmith’s Month 


(Continued from page 5) 

for a total of $1,456,500, an average of 
$4,954 per case. The policies ranged from 
$1,000 to $200,000; five rejections for 
$13,000 of insurance. The premiums to- 
talled $62,321.14, an average of over 
$40.00 per $1,000. No term insurance of 
any kind was sold; the minimum pre- 
mium policy sold was ordinary life. 
There were no unsigned applications. 
Mr. Goldsmith’s total business does not 
count additionals to a total of $267,500, 
as well as one business insurance case 
for $500,000 which was issued on the life 
of a man who paid for a large line of 
personal insurance. 

An interesting feature in this campaign 
is that Mr. Goldsmith’s momentum was 
so great that after the close of the drive 
on April 15 and during the last two 
weeks of April, without any particular 
effort he wrote $136,000, picked up while 
delivering his policies. 





CLINCHING ILLUSTRATIONS 

This argument for life insurance from 
“The Manhattan Life” hits the mark: If 
you don’t believe in life insurance—just 
visit the orphan asylum. Then if you are 
not satisfied go to the poor-house. 











loyalty to its policyholders. 








A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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THE PASS KEY— 


ALL the ODDS a SALESMAN asks ARE: 
To be admitted within the door. 
To be invited to have a seat. 
To be granted a chance to talk. 


ALL the ODDS a PROSPECT asks ARE: 


To be frankly advised of his needs. 


To be intelligently informed of insurance advan- 
tages. 


To be properly covered with adequate protection. 








ACCIDENT AND HEALTH INSURANCE— 
IS THE PASS KEY—THAT OPENS— 


FOR THE SALESMAN, the opportunity to 
acquire desirable information. 


FOR THE PROSPECT, the opportunity to 


receive wholesome advice. 


ACCIDENT AND HEALTH: INSURANCE— 
HAS BEEN PROVEN—AN ALLY— 


FOR THE SALESMAN, in providing an 
unlimited field of prospects. 


FOR THE PROSPECT, in providing an in- 
valuable form of protection. 


THE SAME COMMISSION HERE AND 
HEREAFTER—THIS YEAR AND NEXT 


Missouri STATE LIFE 
INSURANCE Co. 


HOME OFFICE, ST. LOUIS 


LIFE 
HEALTH 














M. E. SINGLETON, President 


ACCIDENT 
GROUP 











Page 10 













THE EASTERN 
= UNDERWRITER 







May 8, 1925 





Provident Mutual’s 
Disability Provision 


IN FIVE-YEAR TERM FORMS 


Income and Potenbons Waiver Provided 
For With Limits of $25,000 and 
Conversion Privilege 


The Provident Mutual Life of Phila- 
delphia is now including a disability in 
come and premium waiver provision in 
new five-year term policies issued to 
preferred male risks at ages 20 to 50, 
nearest birthday, inclusive. The limit of 
amount will be $25,000 as for life and 
endowment contracts with disability in 
come provision, except at age 20, where 
the regular limit of $10,000 for term in- 
surance will hold. 

The new disability provision is similar 
to the disability income and premium 
waiver provision already used in life and 
endowment contracts, providing waiver 
of premiums and an income of $10 
monthly per $1,000 of insurance if dis- 
ability occurs within the term period, 
such income continuing as long as total 
disability lasts, even if the term policy 
should expire before recovery. (It is 
likely, however, that every disabled 
policyholder will take advantage of the 
liberal Conversion Privilege, and not let 
the term policy expire.) The disability 
provision will be issued only in connec- 
tion with five-year-term contracts, and 
not in connection with ten-year-term 
policies. Also, for legal reasons, it will 
not be attached to policies already in 
force. The provision for premium 
waiver only will not be issued in con 
nection with term policies. 

As this new provision will be issued 
only to preferred male risks, it -will not 
be included in term policies which, for 
medical or other reasons, are’ convertible 
only to specified endowment forms. Do 
not suggest the disability provision on 
term policies, except where the appli 
cant scems clearly a particularly favor- 
able risk from every standpoint. 

The conversion privilege in the disa- 
bility provision is a liberal one. It is 
available even if the insured is disabled 
at time of conversion. If the term policy 
is changed either as of original date or 
attained age, to a life or endowment 
policy with premiums for at least 15 
years, a disability income and premium 
waiver provision [Dis. (2)] will be in- 
cluded in the new Life or Endowment 
policy without medical examination. 
The change must, of course, be made 
while the term policy is in force. If 
change is made to a policy with pre- 
miums for less than 15 years, the dis- 
ability provision cannot be included in 
the new policy, except upon satisfactory 
medical examination when the change 
is made, at the insured’s expense. If 
change is made as of original date, the 
usual costs of change will be payable. 
The costs will be the same in amount 
as if the policy did not contain a dis- 
ability provision, that is, the back pre- 
miums for the disability provision are 
not adjusted. The costs of change will, 
of course, not be waived if the insured 
is disabled at time of change, but must 
to be paid to the Company. 

The rates. for $10,000 of insurance fol- 
low: 


Age at Half- Quar- 
Issue Yearly Yearly terly 
. 20 123.60 63.70 32.40 

21 124.90 64.30 32.80 
22 126.20 65.00 33.10 
23 127.50 65.70 33.50 
24 129.00 66.40 33.90 
25 130.70 67.30 34.30 
26 132.40 - 68.20 34.80 
27 134.00 69.00 35.20 
28 136.00 70.00 35.70 
29 138.00 71.10 36.20 
30 140.20 72.20 36.80 
31 142.50 73.40 37.40 
32 145.00 74.70 38.10 
33 147.70 76.10 38.80 
34 150.60 77.60 39.50 





British Scheme 

(Continued from page 1) 
at age sixteen and continues as long as 
the worker earns wages. The whole 
wage earning population will receive a 
life pension of 10° shillings a week at 
age 65, regardless of their means or 
whether they keep on working or not. 
If an ifNsured man dies at any age his 
wife gets 10 shillings a week for life, 
5 shillings for the first child and 3 
shillings for each other child. Up to 
the present the British Social Insurance 
scheme has included old age pensions, 
national health “insurance and unemploy 
ment insurance. 

The old age pension scheme was little 
more than poor law relief and was sur- 
rounded with many limitations. The na- 
tional health insurance was under the 
supervision of special insurance com 
missioners and the contributions made 
and benefits paid through approved so- 
cieties. 

British Unemployment Insurance 

The British unemployment insurance 
under the National Insurance Act is the 
most comprehensive attempt of the kind 
anywhere. It has been tested through 
all kinds of economic periods and has 
attracted world-wide attention. At first 
the insurance was made compulsory only 
in five trades and the benefits were 
small. By amendments to the law the 
scope of it was gradually enlarged and 
both the premiums and benefits were 
increased. The unemployment fund wads 
put to a great strain during the indus- 
trial collapse of 1921 and became in- 
solvent, requiring contributions by the 
Government. The premiums and bene- 
fits that have recently ‘prevailed are 
based upon a broad experience covering 
millions of lives. 

The American insurance company ex- 
ecutives, and particularly the actuaries, 
are waiting further details of the 
Churchill scheme before expressing 
opinions on the plan. That this life in- 
surance development with death benefits 
has been adopted is generally regarded 
as the logical step to fill out the Gov- 
ernment social insurance project. 


ANALYZES CITY’S FINANCES 


General S. H. Wolfe Makes Study of 
Enormous Financial Transactions 
of New York City’s Government 

An analysis of the financial condition 
and structure of New York City was 
made by Brigadier General S. Herbert 
Wolfe at the request of “The New York 
Times” and an article by General Wolfe 
giving an interpretation in a popular 
manner appeared inthe “Sunday Times.” 
The complete report of the city’s ac- 
tivities for the year comprise 360 pages 
of “The City Record,” the official pub- 
lication of the city. 

General Wolfe made an analysis such 
as does not appear in any of the official 
documents of the combined reports. It 
is made to bring out the exact status of 
the city’s financial structure and to in- 
terpret the meaning of New York’s 
enormous financial transactions. 


35 153.90 79.30 40.40 





36 157.50 81.10 41.30 
37 161.30 83.10 42.30 
38 165.30 85.10 43.40 
39 169.80 87.40 44.60 
46 174.70 90.00 45.90 
41 180.10 92.80 47.30 
42 186.10 95.80 48.90 
43 192.80 99.30 50.60 
44 200.20 103.10 52.60 
45 208.70 107.50 54.80 
46 218.20 112.40 57.30 
47 228.70 117.80 60.00 
48 240.80 124.00 63.20 
49 254.30 131.00 66.80 
50 269.40 138.70 70.70 











‘The Make tn Oar 
MAY ACCIDENT CAMPAIGN 


HERE IS THE EQUIPMENT WE OFFER: 


$5 Automobile Policy—$1,500 Principal Sum, $25 Weekly; 
$5 Travel Policy—$5,000 Principal Sum, $15 Weekly; 


Fixed Indemnity Policy—Covers Disabling Accident, as Well as Death 
and Dismemberment; 


Triple Indemnity Policy—For the Dreaded Street Hazard; 


Quadruple Accident Policy—Four Times the Amount Paid for 
Wreckage of Railway Trains; 


All Standard Forms, Too. 





Send for our 
details of pri 





ce contest. 


selling kit, “Accident Insurance to Fit the Case,” and 
Lots of fun, lots of profit. Come on. 








GOULDEN, COOK & GUDEON, Managers 
CONNECTICUT GENERAL LIFE INSURANCE COMPANY 


130 


WILLIAM STREET, NEW YORK 
Telephone John 2800 

















ACACIA 


A Mutual, Old Line, Legal Reserve Company, limited by its Charter to Master Masons 
only and issuing all Standard Forms of Life Insurance Policies at Net Cost. 


Lowest Rates 


Insurance in force. 
Assets... 


AN INCREASE OF OVER 600% IN SIX YEARS 


This remarkable record 
need no further proof 
making money. 


ACACIA 


William Montgomery, President — Homer Building, Washington, D. C. 





ee CURIE EEE eure Th (over) $12,000,000 
: Liberal Dividends 


RCT ee eee pene. .., Over $180,000,000 
Lo NSN nieces Se ted Dane reat es Aner ..Over 13,000,000 


is without parallel in Insurance history. Prospective agents 
of the fact that ACACIA Agents are writing business and 


MUTUAL LIFE ASSOCIATION 


























52.4% 


ern Mutual 


was upon applications of members previously 
insured in the Company. 


Once a Policyholder— 


The Policyholders Company 





Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 





of the new business is- 
sued by The Northwest- 
Life Insurance Company in 1924 


Always a Prospect 


We o. gue 
E SPREAD ‘to PROTESTS 


The 


W. D. Van Dyke, President 














aon 
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Human Nature Chief 
Feature of Selling 


G. A. EUBANK STRESSES FACT 





Speaks At Opening of New General 
Agency of Joshua Clark and P. C. 
Sanborn in Boston 





A series of social events 
launched the new general 
Joshua Clark and Paul C. Sanborn in 
Boston for the State Mutual Life. 
Other general agents and agents and 
even policyholders joined to wish them 
success and attended meetings in the 
offices. A feature of the 
the addresses 


week 
agency of 


last 


meetings was 
made by Gerald A. Eu- 
bank, of Hart & Eubank, general agents 
in New York for the Aetna Life, 
went over to Boston for the occasion. 
He made a distinct hit with the Bos- 
ton fraternity. He was introduced by 
Stephen Ireland, superintendent — of 
agencies of the State Mutual. 

“The personality of the general agent 
is more important than his ability,” said 
Mr. Eubank to the general agents. He 
went on to explain that he did not mean 
that the general agent must be pos- 
sessed of great magnetism or of dom- 
inant virility. “I mean he must be a 
man who has the knack of doing that 


who 


very simple thing that we call being 
human. 
“To be human requires, first, that we 


shall divest ourselves of all artificiality, 
of all egotism, of all selfishness and 
that we should stand stripped of these 
useless trappings and stand plain, whole- 
some and unvarnished, a true reflection 
of our real selves.” 

Mr. Eubank cited several instances in 
his experience where a general agent 
of marked ability because of his “holier 
than thou” attitude with his subordinates 
had marred an exceptional career and 
held himself back more than he would 
ever realize. “No normal American will 
submit to being patronized. Seething 
discord becomes his ruling passion in 
his relationship to the man who has as- 
sumed a patronizing air with him. Every 
incentive on the part of the agent to 
be helpful to his general agent is de- 
stroyed when the super-superiority of 
the leader stifles the natural affection 
that men associated together would nor- 
mally have for him.” 

Mr. Eubank stated that another 
to be human was to cultivate a sense 
of humor. Illustrating his point with 
pertinent selections from the biogra- 
phies of well-known men held the at- 
tention of his hearers for over an hour 
so well that the proverbial pin would 
have made an awiul racket had some- 
one dropped it. 

He stated that his average applica- 
tion during the years he had been in 


Wavy 


the business had been as follows: First 
year, $1,200; second year, $2,300; third 
year (after he had learned more about 


and begun to talk more about monthly 


income and educational insurance), 
$4,500; fourth year, $8,800. During his 
first four years he wrote about the 


same number of applications each year, 
so that his total production was all the 
time increasing, but he never wrote ove! 
$400,000 or $500,000 until the fifth year 
when he began to talk, sell, think and 
dream business insurance. His average 
application for his fifth year was $21,000. 
In his sixth year in the business it 
jumped to $34,000, reaching $42,000 tn 
the seventh year and in the seven 
months before he became a general 
agent Mr. Eubank’s average application 
was $81,000. 

“Appeal to the ninety-nine per cent 
of a man’s make-up that is selfish, not 
the one per cent that is unselfish,” said 
Mr. Eubank. “By appealing to his 
selfishness you are better able to make 


him accomplish the unselfish act of 
taking out life insurance.” ‘ 
Mr. Eubank said that many times 


when an agent is told “I want to talk 





he is planning to 
company or bank and 
He argued that the life 
insurance men_ should cultivate the 
banker, appealing to him through his 
selfishness, so that the banker or trust 
official would think of the agent when 
someone came to him to draw up a 
trust agreement. 


it over with my wife” 
go to his trust 
talk with it. 





MAKES RATE REDUCTIONS 
Pilot Life of Gusenalnaee, N. C. Also 
Gets Out New Forms and Liberal- 
izes Other Policies 


The Pilot Life of Greensboro, N. C 
has made a complete revision of its non- 
participating rates and also substantial 
reductions in its participating schedules. 
The ordinary life and twenty payment 
non-participating plans have been lib- 
eralized by making the policies mature 
as endowments at age 85 as well as 
making the rate reductions. 

On participating policies, coupled with 
the new rates a new dividend provision 


is added whereby after payment of two 
years’ premiums, future dividends are 
not contingent upon payment of the 


next renewal premium, 
drawn in cash if the insured elects. 

In addition, two new special policies 
have been added carrying low premium 
rates with attractive non-forfeiture 
values. They are whole life and twenty 
payment life forms. The minimum 
amount will be $5,000. 


but may be 


$6,000,000 IN 16 WEEKS 


Record of Louis Reichert Agency of 
Travelers; $10,000,000 Paid For 
in Two Years 


For the first 16 weeks of this year the 
Louis Reichert Agency of the Travelers 
in New York produced close to $6,000,- 
000. This announcement was made at 
a statf meeting this week, attended by 
50 agents, by Max Haneel, agency su- 
pervisor. In reviewing the progress of 
the agency, which has paid for ten 
millions of insurance in the two years 
of its existence, Mr. Hancel stressed 
the importance of calling on policy- 
holders at least twice a year, especially 
on their birthdays. He then called upon 


Allen T. Dody, an advertising man who 
is one of his insureds, who talked on 
selling activities in other fields. The 


meeting adjourned with a buffet lunch- 
eon at which the entire agency were 
the guests of Mr. Reichert. 


H. S. TODD MADE SUPERVISOR 
Henry S. Todd, 
accounts for the 


senior supervisor of 
Metropolitan Life, and 
in the service of the company for more 
than twenty years in a wide variety of 
responsible positions both at the home 
office and in the field, has been made agency 
supervisor for the Southwestern Ter- 
ritory. Mr. Todd has traveled this ter- 
ritory extensively for the Metropolitan 
and is intimately acquainted with both the 


section and the personnel of the agency 
force there. 
“TOTAL LOSS 
The vicar was administering consola- 


tion to a parishioner who had recently 


lost her husband. 

“Ah, Mrs. Foggett,” he said, “we 
never realize the full value of anything 
until we lose it!” 

“No, sir,” said Mrs. Foggett, “but ! 
sha’n’t realize nothin’. ‘I weren't in- 


sured.” —Tit-Bits. 





Says luvy L. Lee 

If the men who are in 
charge of a particular com- 
pany enjoy complete confi- 
dence of the people of: that 
community, fifty per cent of 
that company’s troubles are 
over. 





W. S. WARNER MADE MANAGER 





Marsh & McLennan Open Life De- 
partment in New York With Former 
Travelers Manager in Charge 

The big general insurance office of 
Marsh & McLennan has opened a life 
insurance department and appointed as 
manager William S. Warner, in connec- 
tion with the New York office. Mr. 
Warner has been manager of the 23rd 
Street office of the Travelers since 1921. 
He has been in the insurance business 
about twenty-five years, having served 
for some years with the Employers’ Lia 
bility, the Fidelity & Casualty, and since 
1913 with the Travelers. 

The headquarters of the new life in 
surance department will be on the eigh- 
teenth floor of 80 Maiden Lane. The 
firm of Marsh & McLennan is one of 
the largest general offices in the country 
in point of volume of business. About 
a month ago the opening of a life insur- 
ance department in connection was an- 
nounced with Don P. Hayn as manager. 
No appointments have yet been made 





FRANK J. HAIGHT 
CONSULTING ACTUARY 


Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 


Des Moines, lowa 








in connection with the San Francisco or 
Minneapolis offices. 











HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 


Premiums received dur- 


ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 


Dividends, etc........ 6,321,524 


Increase in Assets...... 2,801,996 
Actual Mortality 62.4% 

of the amount ex- 

pected. 


Insurance in Force.. 
Admitted Assets.... 


.. 260,530,414 
. 51,457,218 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 
256 Broadway New York 
































HOME OFFICE, JERSEY CITY, 


The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 
NEW 7 High Value THROUGH 
ORDINAR ITS OWN 
POLICIES \ Attractive and Novel Features AGENCY 
| Low Cost STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. HEPPENHEIMER, Preteens 
GEO. T. SMITH, Vice-President CHA s. F. NETTLESHIP, 2nd Vice-President 
DUNBAR JOHNSTON, Secretary DROWN, Asst. Sec’y and Asst. Treasurer 


N. J. 








reputation for stability and fair dealing. 


their business. 


interest of all its policyholders. 
JOHN BARKER, Vice President 


incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
ahis Company has always pursued those policies in the conduct of its business that have given ft a high 





Has always rendered the highest grade of service to its policyholders. 
Hae always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contracts give to each individual insurer full protection, 


safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 











q 








NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


| The Manhattan Life Insurance Co. of New York 


























of this Company a 
on the dotted line. 


in his work. 


DES MOINES, IOWA 














Friendly Consideration 


A constructive, direct-mail advertising 
executed along practical, extensive lines 
better chance to secure the signature 


Forceful, impressive sales letters, extra dividend checks, radio 


maps and programs, birthday cards and many other valu- 
able helps are furnished to the salesman free to assist him 


The Bankers Life Company | 


campaign, de weeloped and 
s, gives the salesman 





George Kuhns, President | 
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Conservation Methods 
Analyzed By Bureau 


COMPANY PRACTICE STUDIED 


Life Insurance Sales Research Bureau 
Completes Report On Various 
Systems Now In Use 


\ comprehensive study of the various 
conservation 


methods used by life in 


surance companies has been made by 
the Life Insurance Sales Research Bu 
reau and a report on the findings has 
just been completed. 

The report is divided into three main 
Home Office 


Home Office reinstatement work and 
organization of conservation work in 
the Home Office. Each main division 
is subdivided into various chapters, such 
as the prevention work which is carried 
on through the agents or direct with the 
policyholder. 

In the matter of training the agent 
to regard persistency as of vital im- 
portance, the report says: “The value 
of persistency should be brought to the 
attention of the new agent as soon as 
he has become part of the company or- 
yanization. It is to both the Company’s 
and his own advantage that he have a 
definite knowledge of how careful 
thought and attention in selling life in- 
surance will influence his future earn- 
ings. When the prospective agent has 
discussed life insurance as a career with 
the local agency manager, he has been 
impressed with the financial returns 
available over a period of time. At the 
outset an agent should be made to feel 
that renewa! conimissions are not en- 
tircly payments for past work but are 
given to him in return for the service 
he is expected to render his policy 
holders. A part of the agents’ manual 
may properly be devoted to this end.” 

Further points in selling business that 
“sticks” are enumerated: Sell the policy 
best suited to the needs of the pros- 
pect; make a careful selection of the 
premium due date and arrange the pre- 
iniums so as to fall when the _ policy- 
holder has money—a point of particular 
importance in many farming sections; 
explain carefully the provisions of the 
policy. Some agents attach to the policy 
a short typewritten summary; secure an 
initial cash payment; do not overload 
the policyholder. 


parts prevention work, 


Some Put Penalties In Contracts 

Numerous companies are now insert- 
ing in agent’s contracts both penalties 
for excessive lapse and rewards for good 
records. So far as reward goes, the 
Bureau found a number of companies 
which pay a higher first renewal com- 
mission than that paid on later pre- 
niums, this being for the reason that 
it is then that the severest lapse occurs. 
Many companies provide that if a policy 
lapses and is not revived within a cer- 
tain time by the agent himself—usually 
not over six months—that the agent 
loses all future renewals. If reinstate- 
ment is effected by another agent, most 
of the companies give all future re- 
newals to him. One company stated that 
in order to persuade agents working in 
country districts to go to the trouble 
of reinstating the business of other 
agents that it offered one renewal of 
20% 

Most agency clubs have, in the past, 
been based on volume of business, but 
the report brings together very prac- 
tical ways in which companies are in 
troducing into requirements for club 
membership several different matters 
concerning lapses. One company states 
that an agent cannot belong to the club 
unless he has renewed 70% of the busi- 
ness written during the preceding cal 
endar year—another has what it calls 
its conservation club, membership in 
which is open to general agents, solicit- 
ing agents and cashiers—a group of 
other companies gives various prizes 
and honors for good records-—another 
group makes the allowance given to 





general agents dependent on the lapse 
record of the agency. 

Many companies endeavor to strengthen 
the relations of the company with the 
policyholder by direct effort from the 
Home Office. This begins in some com 
panies by the despatch of a letter over 
the signature of an officer welcoming 
the new member—another sends an em- 
hbossed card saying that the policy is 
being considered at the Home Office— 
others make use of the policy envelope 
to impart information concerning the 
policy. Other letters or bulletins sent 
to policyholders include birthday cards 
or calendars, company’s annual state- 
ment, and policyholders’ issue of the 
house organ. 

A number of companies have organ- 
iz’d so-called policyholders’ service de- 
partmeits, the duty of which is to 
render service of many kinds such as: 
“How to keep well, how to keep a 
policy in force, how to save and spend 
w.sely, how to name the beneficiary 
properly, how to protect the beneficiary 
against loss of the insurance money, how 
to adjust and manage the family income 

this is what Your Company’s Service 
means to the policyholder and his family. 
It may be had for the asking.” 

One company goes to the extent o} 
making suggestions to its field force on 
what forms of service may be rendered 
to policyholders. Included in this list 
are—changing the beneficiary when de- 
sirable, change of address, modes of 
settlement at maturity, helping policy- 
holder to reduce loans, converting term 
policies. 

One way in which many policyholders 
have lost all personal contact with the 
company is by*changing their residence 
and thus making it impossible for a local 
agent to call on them unless he is ad- 
vised of their presence in his territory. 
Numerous plans are now being used to 
keep in personal touch with all policy: 
holders wherever located. 

Many different kinds of premium 
notices are reproduced in the report, 
most of which attempt to drive home 
in a tactful way the desirability of 
avoiding lapse. 


When Policy Has Been Dropped 


The second main division of the re 
port deals with the methods employed 
if, despite all the company’s efforts, the 
policy is actually allowed to drop. Here 
again the work of the Home Office is 
divided between what is accomplished 
through the agent and what is done di 
rect with the policyholder. In the latter 
field, companies use various types. of 
letters and notices, many of which are 
reproduced to indicate the 
angles which can be stressed. 

The concluding section of the report 
deals with the organizing of conserva 
tion work in the Home Office. This is 
done in the belief that many things of 
a conservation nature are done in many 
offices without a definite plan and often 
without proper relation to the other 
efforts of various departments. This is 
sometimes found to be the case with the 
records which the company keeps on 
lapses. If these are not properly under- 
stood by the department which sends 
out material to the field, it often hap- 
pens that their use is restricted far more 
than is desirable. 

Taking the whole problem of con- 
servation, the Bureau states that it be- 
lieves many companies have not given 
the emphasis to prevention of lapses 
which is desirable and furthermore that 
far better results will be obtained if all 
conservation efforts are properly re- 
lated. In conclusion, the report says 
“Control and co-ordination are vital fac- 
tors influencing modern business today. 
It is through control and co-ordination 
that the product is made, sold, delivered 
and paid for with the minimum of waste. 
The need for a full realization of the 
importance of these factors is present in 
the conservation work of every life in- 
surance company, but such recognition 
has not generally been given. There is 


humerous 


a direct relationship between the work 
to be done in prevention and that at- 
The Agency, 


tempted in reinstatement. 





Medical, Policy Loan, Actuarial, Statis- 
tical, and. other departments are all in- 
terwoven in the conservation structure. 
To co-ordinate the activities of these 
departments and to direct them along a 
definite well defined channel requires 
careful planning in the Home Office. 
Such action is not only advisable but 
essential.” 


WITH ATLANTA PAPER 
M. R. MeBeuter, Weidinews News- 


paper Man, Becomes News Editor 
of “Southern Underwriter” 


M. R. MecGruder, who for nineteen 
vears has had newspaper, advertising 
and publicity experience in the United 
States and South America, has been 
placed in charge of the news depart- 
ment of the Southern Underwriter of 
Atlanta. His newspaper experience was 
served in St. Louis, Memphis, Birming- 
ham and Atlanta, including nine years ip 
the editorial department of the Atlanta 
Georgian. 

In 1922 he joined the advertising staff 
of International Proprietaries, Inc., and 
in 1923 was sent to Buenos Aires, Ar- 
gentina, to have charge of that com- 
pany’s advertising campaigns in Argen- 
tina, Chile and Uruguay, carrying out 
his work so ably that he received high 
commendation from his superiors, and 
won the admiration of advertising, pub- 
lishing and merchandising houses in a 
number of South American cities. He 
returned to the United States in January 
last, when the advertising department 
of his company was disbanded, due to 
the sale of the business to a group of 
Eastern financiers. 


WESTERN & SOUTHERN CHANGES 

The Western & Southern Life has 
appointed James F. Ewing, superin- 
tendent of the Cleveland East district. 
Mr. Ewing was formerly home office in- 
spector. ldward Shoemaker, assistant 
at Ogden Park, Chicago, has been made 
superintendent of Chicago West. 


COMPANY IS 133 YEARS OLD 


Annual meeting of the Mutual Assur- 
ance Society of Virginia is set for May 
18 The company was organized in 1792 
and has been operating continuously since 
then. Chairman of the board is Colosel 
William H. Palmer, who is also president 
of the Virginia Fire and Marine. 


HONOR SUPT. SCHEIDER 


J. Conrad Scheider, president of the 


Washington Heights Chamber of Com 
merce and superintendent in that sec 
tion for The 


April 23. 

ihe Penn Mutual has opened a new 
agency in Saginaw, Mich. J. S. John- 
son is senior member, J. 
son junior member 


Prudential, observed the 
twentieth anniversary of his connection 
with the company at a dinner to his 
staff at the Hotel Marseilles, Thursday, 


Edwin Johri- 


VALUABLE REFERENCE BOOKS 


The: 1925 editions of two valuable 
reference books on fraternal societies 
and companies—the Consolidated Chart 
of Insurance Operations and Statistics 
Fraternal Societies—have just been is- 
sued by “The Fraternal Monitor” of 
Rochester, N. Y. The compilations are 
the work of Arthur S. Hamilton, secre- 
tary of “The Fraternal Monitor,” and 
they present a complete review of. in- 
surance operations for 1924. 


The Consolidated Chart comprises 87 


items of information on fraternal so- 


cietics, 92 dealing with life insurance 
companies and 91 on assessment asso- 
ciations. The Statistics Fraternal Soci- 


about all 
other related ma- 


eties gives full information 


societies and much 
terial. 
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Ways of Saving Life 
Insurance Proceeds 


USE OF INSTALLMENT OPTIONS 





Henry S. Nollen, President of Equitable 
of Iowa, Tells of Benefits of 
Provisions 





President Henry S. Nollen, of the 
Equitable Life of Iowa, contributed to 
the “Iowa Legionaire” an afticle on sav- 
ing the proceeds of life insurance poli- 
cies that is very much to the point and 
a summary of which follows: 

Installment options may be placed in 
three classes: 

First, that the company will retain a 
sum at interest, paying the interest for 
a stated period, at the end of whiclt the 
principal is to be distributed to benefi- 
ciaries on certain conditions agreed 
upon. 

Next, the principal may be distributed 
over a fixed period of years, in monthly 
installments, or the installments may 
be made payable quarterly or annually 
if desired. The periods may run for any 
number of years up to twenty-five, or 
even more if special arrangements are 
made. 

There are cases in which the benefi- 
ciary might outlive such a fixed period 
of years, and therefore the continuous 
installment option may be selected, un- 
der which the beneficiary will receive 
income for life, but with a guarantee 
that payments shall be made for not 
less than a certain number of years, 
these payments to be made to some 
other beneficiary if the original dies be- 
fore the fixed guaranteed number of 
payments have been made. 

Of course, a person might, in order 
to provide for his own old age, arrange 
to have the proceeds of an endowment 
policy, or the cash value of any policy 
on his own life, distributed in install- 
ments in the same manner as to the 
beneficiaries above described. In _ this 
way old age pension is provided for. 

The guarantee of the insurance com- 
pany that the principal will be con- 
served, as well as the labor that is per- 
formed in supplying these payments 
each month to the beneficiaries wherever 
they may be, is a service that has 
enormously increased the value of insur- 
ance for family use. 

To summarize: The installment op- 
tions— 

Save the beneficiary from worry 
about where to find a safe investment; 
and save the beneficiary from the worry 
and trouble in collecting returns on in- 
vestments, which generally are realized 








represented. 


the man who wants to build. 


“Erie County” 





Open Territory 


An Eastern Mutual Life Insurance Company wants a General 
Agent for their Erie, Penna., territory, where they are not now 


Liberal first year’s compensation and renewals will help such a 
man in building a large agency organization. 


Of course he must be willing to work; for this is an opportunity 
not merely for the type of man who wants to carry on, but for 


All applications regarded as confidential. Address: 


The Eastern Underwriter, 
86 Fulton Street, New York, N. Y. 








only once or twice a year, whereas the 
installment options distribute this in- 
come so as to make it available every 
month, just when living expenses have 
to be met; 

Make the company guarantee the 
safety of the principal against loss by 
a bad investment ; P 

Make the company render the service 
of investing and collecting income and 
distributing it each month to each bene- 
ficiary ; } 

Make the company determine that the 
right beneficiary shall get the income 
each month; : 

And in case of death of a beneficiary, 
the company has instructions as to 
whom the next payments are to be 
made ; aS 

These installment provisions can be 
made to protect the beneficiary against 
having the proceeds taken away for 
bad debts; 

And, finally, the most important fea- 
ture is the absolute certainty that the 
beneficiaries designated under the policy 
shall receive the amounts set aside for 
them, without danger of having it taken 
away, as in the case of wills, which are 
frequently contested. 





EARLE SIBLEY CHANGES 


Earle Sibley has resigned as general 
agent at Richmond, Va., for the George 
Washington Life of Charleston, W. Va., 
and has joined the sales staff of the Pan 
American which recently opened a dis- 
trict office in that city. This office is under 
the Norfolk gencral agency which covers 
Virginia, North Carolina and the District 
of Columbia. 





1846 





SHORT CUTS 
and GOOD WILL 


Neither a satisfactory nor an endur- 
ing relationship of good will between 
a business and its patrons is created on 
the basis of short cuts or expediency. 


. For seventy-nine years we have been 
building the good will structure of 
good service upon which our present 
progress is founded. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Conn. 


1925 








“THE HAPPINESS BOYS” INSURE 
Popular Radio and Entertainment Team 
of Ernest Hare and Billy Jones 
Take Partnership Protection 
“The Happiness Boys,” Ernest Hare 
and Billy Jones, known to every radio 
fan in the country—which means pretty 
nearly everybody these days—have taken 
out a large partnership insurance policy 
through John J. Kemp, the theatrical in- 
surance specialist of Aeolian Hall. Their 
team entertainment specialty of songs 
and bright chatter has become such a 
feature of the WEAF Friday evening 
program that they are in great demand 
for entertainments, dinners and other 

features. 

It is their wide popularity as a team 
that they seek to protect by partnership 
insurance because if one of the team 
should be eliminated by death or dis- 
ability, the other member would nat- 
urally lose enormously. Mr. Kemp ex- 
plained how an insurable interest can 
be built up in a short time by a popular 
entertainment team. Ernest Hare was 
making records at a phonograph studio 
and casually met Billy Jones, who was 
there for the same purpose. The man- 
ager of the studio introduced them and 


said, “I believe you boys would make a 
good record together.” They did and 
they became such a success that they 


are insuring each other against loss due 
to death or disability. 
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able to be guided by the past. 


Young enough to be fully abreast of the times in providing 
ultra-modern insurance protection. 


“A Policy You Can Sell’’ 


Schum Wins in Local 
Association Drive 


203 NEW MEMBERS ENROLLED 





Lane and Eisenhauer 2nd and 3rd, 
Respectively, in Contest to Boost 
Membership 





The fifteen-day membership drive of 
the Life Underwriters Association of New 
York ended last Saturday with a total 
of 203 new members. Charles J. Zim- 
merman, executive secretary, announced 
Joseph S. Schum, New York Life, as the 
winner of the first prize; Mervin L. 
Lane, of the Equitable Society, second, 
and William G. Eisenhauer, 42nd Street 
office of the Equitable Society, third. 
Originally the quota of new applications 
was set at 100, but the results came in 
so fast that it was increased to 150. 

An interesting feature of the drive 
was the diversity of companies repre- 
sented by the new members, agents of 
more’ than twenty companies being 
secured. Concerning the drive Mr. 
Zimmerman said: “The fact that more 
and more officers of the companies are 
joining the Life Underwriters’ Associa- 
tions shows not only the good feeling 
existing between it and the companies, 
but what is more important, it indicates 
an increasing desire on the part of the 
executives to keep in step with the 
ideas and opinions of the best class of 


field men as represented by the Asso- 
ciation.” 





NEGRO PRESIDENT DEAD 


Frank L. Gillespie, Founder and Head 
of Liberty Life of Chicago, Was 
Leader Among His People 
Frank L. Gillespie, president of the 
Liberty Life of Chicago, the first life 
insurance company organized for Ne- 
groes north of the Mason and Dixon 
line, died at his home in Chicago last 
week. Mr. Gillespie was a leader among 
his people in Chicago. He started sell- 
ing newspapers and rose to more im- 
portant work step by step. He entered 
the insurance business fifteen years ago. 
He was president of the National Con 

vention of Colored Insurance Men. 





H. H. KOHN IN MORRIS PLAN 

Henry H. Kohn, manager at Albany 
for the Phoenix Mutual Life, has been 
elected a director of the Morris Plan 
Co. of New York, which now has its 
main offices at 469 Fifth Avenue. Mr. 
Kohn is also vice-president of the Mor- 
ris Plan Insurance Society. 


HU MUTE 


Large enough to merit its national prestige and to effect 
natural economies of operation. 


Small enough, compact enough, so that the individual agent 
and the individual case are never lost sight of. 


Old enough to be rich in its depositories of experience and 
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$5000 Any Natural Death 
$10000 Any Accidental Death 
$15000 Certain Acc. Deaths 
$50 WEEKLY Accident Benefits 








Especially good openings in 
various Cities at the = 


present time. 
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SINNOTT & CANTY 

In every city there are one or more in- 
surance brokers who stand in with the 
administration, through power, influence or 
relationship, and who are favored for one 
of those reasons with business which they 
ordinarily would not get. The general im- 
pression in the insurance business is that 
such offices are lucky and should build 
up as solid an organization as they can 
in order to hold the business that they get 
after their friends are out of office. 

For years surety companies in particular 
have been appointing men of influence as 
their production representatives. Many 
men of great prominence in political life 
go into the insurance business when they 
retire. A case to the noint is Thomas B. 
Smith, the former Mayor of Philadelphia, 
who runs a large general agency in that 
city; another was the late Andrew Freed 
man, who was a leader of Tammany Hall 
and became an important figure in the 
casualty business. So, too, did the son of 
“Boss” Platt. Francis J. Hugo, former 
Secretary of the State of New York, is 
in the surety business. franklin D. Roose- 
velt, former Assistant Secretary of the 
Navy, is New York State vice-president 
of the Fidelity & Deposit. John F. Curry, 
a Tammany leader, who recently was given 
a testimonial dinner attended by 3,200 
people, is a well-known New York insur- 
ance man. So is James J. Hoey, who 
managed the campaign of Al Smith for 
the presidency and also the campaign which 
resulted in the election of Thomas F. Foley 
as surrogate of New York. 

It is not surprising, therefore, that James 
Paul Sinnott, connected with Mayor Hy- 
lan by many ties, should be a successful 
broker at 80 Maiden Lane and that im- 
portant contractors should give him busi 
ness. If this business is written in repu- 
table companies at regular rates and forms 
and without rebate, no criticism can be 
made of James Paul Sinnott for accepting 
such business as a licensed agent and 
broker, He is a university graduate and a 
bachelor of science although only twenty- 


six years old. A four column “expose” 


of his business this week in the New York 
“World,” which is fighting Mayor Hylan, 
with Sinnott’s picture on the front page 
of the paper in a two column cut, simply 
serves to advertise his office. 

Competitors of Sinnott & Canty are dis- 
turbe@ at their success, and THE EASTERN 
Unperwriter has heard rumors of pressure 
being brought to bear on certain contrac- 
tors that they give their business or part 
of it to the Sinnott & Canty office. It is 
presumed that the critics mean that this 
“pressure” is an intimation by some mem- 
ber of the Hylan administration which 
induces contractors to favor Sinnott & 
Canty. Tue Eastern UNperWRITER would 
not be surprised if that were true, as it 
has heard countless stories of similar na- 
ture not only in relations between insur- 
ance people and. politicians and big busi- 
ness, bat with banks as well. In the long 
run there is more financial pressure exer- 
cised than political pressure in the world 
of insurance production. There are some 
of these cases which might fall under the 
heading of unethical practices; there are 
more which are merely in the domain of 
exchange of favors and influence. 

On the other hand, if the surety com- 
panies were to make some arrangement 
with the Hylan administration by which 
contractors would be forced to give busi- 
ness to companies which Sinnott & Canty 
represent; or were extending favoritism 
to them in rules and rates which other 
contractors and similar assured were de- 
nied, then it would be illegal. That charge 
is not made by the New York “World.” 


PROMINENT NAMES HELP COM- 
PANY IN STAGES OF 
PROMOTION 

The literature of Robert R. Tuttle 
(once prominent in fire insurance) and 
his associates in Newark which stock 
salesmen are using in asking investors 
to buy shares in the Guaranty Fire Co., 
now under promotion, is alluring and 
undoubtedly lots of stock is being sold 
as the price of each share is low. This 
literature tells of large profits now being 
made by fire insurance companies, and 
claims that stockholders in the Guaranty 
will constitute a preferred class of risks. 
It promises them a 25% saving in pre- 
miums, and declares that there will be 
savings in many directions, two of them 
being the facts that the company will 
sell insurance “over the counter” and 
“by mail.” 

It is hoped to start with $500,000 capi- 

«tes! and $500,000 surplus at least, and 
there is éven talk of eventually having 
a $7,000,000 company and spending $200,- 
000 a year in national advertising to 
make the Guaranty Fire and its plans 
known to the general public everywhere. 

As in the past, Mr, Tuttle has induced 
some prominent men to become mem- 
bers of his board and one of them is 
John F. Conroy, who occupies a position 
of great prominence in the Newark com- 
munity. He: is treasurer of the Dime 
Savings Bank there and a director in 
the Merchants’ & Manufacturers’ Na- 
tional Bank, the City Trust Co., the 
Fidelity Union Title & Mortgage Guar 
antee Co, and also director in a stock 
insurance company, Mr. Tuttle's sales 

men also carrt a _fac-simile letter from 
Uzal H. McCart? Ai leading member of 
the famous McCarter family of New 
Jersey financiers, in which Mr. McCar- 


ter talks of the Guaranty Fire Co.’s prop- 
osition enough to have made it worth 
while to have copies of his letter used 
as a sales document. 

Undoubtedly, considerable stock is 
being sold on the strength of the Conroy 
and McCarter names and THe Eastern 
UNDERWRITER believes it would be inter- 
esting to know to just what extent 
Messrs. McCarter and Conroy are in- 
vestors in the Guaranty Fire Co.; what 
they know of the difficulties of success 
fully launching a fire insurance com- 
pany; and whether they realize the ex- 
tent of the influence of their names 
when used by energetic stock salesmen. 
Their responsibility to the investment 
public is a real one. 

SELLING INSTINCT 

The tenth anniversary of the P. F, 
Huff general agency of the Travelers, 
calls attention to one of the most success- 
ful general agents and producers of life 
insurance in New York. Among = Mr. 
Huff's other achievements has been his 
unerring instinct in detecting selling talent 
with the result that he has been respon- 
sible for introducing to the life insurance 
business a large number of men = and 
women who have made a_ considerable 
This talent 
is indeed an instinct. It is no knack to 


success as insurance agents. 


take agents already developed by other 
offices, but Mr. Huff's faculty of finding 
men outside of insurance ranks and making 
insurance men of them is rare. 





BACK FROM WORLD TRIP 


McClure Kelly, Jr., who belongs to a 
prominent insurance family, was in New 
York this week returning from a trip 
around the world following his gradua- 
tion from the University of California. 
While in York, England, he called upon 
James Hamilton, general manager of the 
Yorkshire. Upon his return to San 
Francisco he will enter the brokerage 
offices of Marsh & McLennan in that 
city. 


MADE FIRE MANAGER 


S. M. Buck, of National of Hartford, 
to Direct Fire Underwriting of 
the Transcontinental 





S. M. Buck, agency superintendent of 
the National of Hartford, has been 
appointed fire manager for the new Trans- 
continental, now being organized. H. G. 
B. Alexander & Co., of Chicago, announce 
the appointment as effective about October. 
Mr. Buck has been with the National for 
over nine years, and his appointment to 
manage the fire underwriting of the Trans- 
continental is the result of the friendly 
cooperation between the National Fire and 


Il. G. B. Alexander & Co. 





C. C. Wright Goes With Fire 
Association as Auto Manager 
The Fire Association, Victory and Re- 
liance of Philadelphia are to organize auto- 
mobile departments, effective July 1, with 
C. C. Wright, former manager of the 
Pacific Coast Automobile Underwriters’ 
Conference as head. These companies 
have been writing automobile covers but 
the business has not heretofore been 
handled by a separate department. Mr. 
Wright was formerly assistant secretary 
of the Fireman’s Fund and Home Fire & 
Marine in charge of automobile under- 
writing at the home office in San Francisco. 


LANGLOIS JOINS NAT’L LIBERTY 


I. M. Langlois, manager of the sur- 
vey department of the America Fore 
Companies, resigns to join the National 
Liberty. He will be succeeded by A. C. 
Widder, who has been his assistant. 





THE HUMAN SIDE 














MERVIN L. 


LANE 


Mervin L. Lane, who has spent his 
insurance career with the Equitable 
Life Insurance Society and who is one 
of the most able of the younger gen- 
eration of insurance men in_ this city, 
has been promoted to the position of 
agency manager. Mr. Lane’s father has 
been an Equitable manager for some 
years. His brother is also in the busi- 
ness. He has attracted considerable 
local attention by his contributions to 
various humorous columns in the daily 
papers and has a rare blend of the gift 
of humor and life insurance — sales 
ability. 

x * * 


James Gleason, an actor, who after 
years on the road in stock companies 
finally made a double Broadway success 
by writing “Is Zat So?” and “The Fall 
Guy,” was insured a few days ago for 
$100,000 by George Coxey, of the New 
York Life. 

xk * * 


Edward Milligan, president of the 
Phoenix of Hartford and of the Con- 
necticut Fire, was last week elected a 
trustee of Trinity College together with 
James G. Harbord, president of the Radio 
Corporation of America. Mr. Milligan is 
one of the most prominent insurance ofli- 
cials in Hartford and for several years 
has been a leader in civic and charitable 
enterprises in the city. He has been an 
officer of the Phoenix for nearly thirty 
years and president since 1913. 

a ee 


James W. (“Jimmie”) Elliott, the 
super-sales master whose corporations 
and schools of salesmen crashed with a 
bang several years ago and who was 
featured by many newspapers at_ the 
time as a typical American “go-getter,” 
again has a flock of salesmen out, this 
time selling stock in the DeForest 
Phonofilm Corporation of this city. The 
New York “Herald-Tribune” prints a 
story about it on the front page and in 
this story says that salesmen are basing 
their selling talks on the fact that the 
film pictures President Coolidge. 

* ok + 


Charles J. Zimmerman, who has been 
executive secretary of the Life Asso- 
ciation of New York for about a year, 
was the author of the jockey race mem- 
bership drive which netted the associa- 
‘on over two hundred new members. 
Mr. Zimmerman, a graduate of Dart- 
mouth University and the Tuck Business 
School connected with it, has built up 
a wide circle of friends in the short time 
he has been in the business. 
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FIRE 


INSURANCE 





Pros and Cons of 
U. & O. Co-Insurance 


UNDERWRITERS ARE DIVIDED 


What Extra Rate Shall Be Charged and 
Can Sound Values Be Reached? 
Committees Meet 


The East and West are trying to get 
together in the matter of use and occu- 
pancy co-insurance; the amalgamation 
of ideas is proving rather difficult, but 
progress is being made. 

A committee of the Western Union, 
consisting of John M. Thomas, general 
agent of the Aetna; W. B. Flickinger, 
general agent of the Philadelphia Fire 
& Marine, and J. V. Parker, manager 
of the Western Actuarial Bureau, was 
in New York this week consulting on 
the subject with an Eastern Union com- 
mittee, the chairman of which is John 
Kraemer, of the Insurance Company of 
North America. At this meeting the 
only question discussed was that of the 
verbiage of the form recently adopted 
by the Eastern Union and rates were 
not brought under discussion. 
underwriters on the Street, however, the 

made that in 
principal 


Among 
statement is company 
stumbling block 
relative to use and occupancy co-insur- 


offices the 


ance is the question of rates, but there 
is Opposition of no mean importance to 
use and occupancy co-insurance per se. 
How Controversy Started 

The proposition of providing the per- 
missive use of co-insurance came prom- 
inently before the companies about 
seventeen months ago when the comp- 
Retail Dry 


Goods Stores’ Association made the sug- 


trollers’ congress of the 
gestion to companies that a use and oc- 
form would be 
This resulted 


cupancy co-insurance 


pleasing to its members. 
in bringing the question directly to the 
attention of the company organizations. 
The first sentiment which prevailed was 
that there should be an optional use of 
co-insurance, if desired. Eventually, the 
Eastern Union recommended the adop- 
tion of the principle of co-insurance. A 
form was adopted at a joint meeting of 
both the Eastern and Western Union in 
Washington. The situation was further 
complicated by the writing of a co-in- 
surance form by reciprocals and the re- 
port that several Western Bureau com- 
panies were writing it. 


“Street” Sentiment 


A reporter for THE Eastern UNDER- 
WRITER, Who saw some underwriters on 
the subject this week, found consider- 
able opposition to use and occupancy 
co-insurance on the part of several com- 
panies. These opponents believe that 
the universal adoption of use and occu- 
pancy co-insurance will hamper the per 
diem method of writing this business. 
They point out that since the recent 
court decision of Minnesota, under a 
Minnesota statute, practically no per 
diem or seasonal use and occupancy 1s 
being written there. They state that 
there is a tremendous sales resistance on 
the part of manufacturers and many 
others to the co-insurance principle in 
any kind of insurance. They also say 
that an advance in rates for use and 
occupancy co-insurance of 15% or 20% 
would be entirely insufficient and one 
company went so far as to say that the 
rates should be advanced 100%. 

One of the underwriters on this side 
of the fence said: “As soon as you adopt 


a rate for use and occupancy co-insur- 
ance you will have to adopt a rate for 
use and occupancy insurance without co- 
insurance. It looks to me as if this is 
an attempt of the dry goods people to 
club the fire insurance people into adopt- 
ing something that is not to their bene- 
fit. A big dry goods store will always 
make use of reciprocals, no matter what 
we may do, but the reciprocals can only 
handle part of their business and they 
will have to come to us in the end. 

“In my opinion the paramount objec- 
tion to co-insurance of use and occu- 
pancy is that the subject of insurance 
is so intangible that there is no way to 
determine sound value; and so imprac- 
tical to apply provisions of co-insurance 
that many losses will be adjusted as if 
there were no co-insurance provision in 
the contract at all.” 


The Other Side 


Speaking on the other side of the 
question, one of the leading underwriters 
of the city said to THe EAsterN UNDER- 
writer: “I think we should give respect- 
ful consideration to what large retail 
dry goods stores have to offer in the 
way of suggestions, the same as we do 
to any other important class of insurers. 
Furthermore, the dry goods stores have 
had a pretty extensive contact with 
various types of insurance and are able 
buyers of insurance and certainly un- 
derstand their own needs. If there had 
not been a real demand for use and 
occupancy co-insurance they would not 
have made the suggestion in the first 
place. Then, too, you must remember 
that their business does not run along 
an even path all through the year. 
There are certain seasons of the year 
when a fire would cause them much 
heavier losses than at another time such 
as during the holiday time. Then the 
retail stores have long periods when 
their losses would not be as heavy as at 
other times, such as during the summer 
season. Personally, I think that the 
rate question can be adjusted satisfac- 
torily and any men who are clever 
enough to write use and occupancy in- 
surance should be capable of knowing 
how to rate it. Naturally, use and occu- 
pancy insurance is not fire insurance. 
The quicker the companies come to an 
understanding as to rules and rates the 
better. This, of course, applies to ad- 
justing losses as well as to writing the 
business in the first place. 

“Here is another point to consider. 
There are certain companies which feel 
that they want to write the use and 
occupancy co-insurance. They should 
be in a position to do so, especially as 
the principle of the thing has had or- 
ganization O. K.” 


Assured Should Have What He Needs 
But No More 


“In my opinion it is an injustice for 
insurance companies'to force insurance 
buyers to carry more insurance than 
their actual insurable values which they 
are obliged to do to get full protection 
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under the Per Diem form of. use and 
occupancy. The whole controversy could 
be settled if there were a method of 
applying U. & ©. rates, and when 
U. & O. can be rated under the co- 
insurance form there is no reason why 
the insurance companies should not 
grant that sort of equitable U. & O. 
protection for the public. 

“As for difficulties of arriving at sound 
values there is that difficulty in many 
losses all through the divisions of in- 
surance and as the general adjusters 
have gotten along reasonably all right 
in checking those values in other re- 
spects I think that they can manage 


it with U. & O. 
The Western Situation 


In discussing the situation from a 
Western view Thomas R. Weddell, Chi- 
cago editor, said in the current issue of 
his publication : 


The use and occupancy situation is worse 
complicated than ever by the fact that the 
co-insurance form has been adopted by the 
Eastern Union shortly after it had been de- 
feated by the Western Union. Although the 
great majority favored it, the point was made 
on the floor that it was mandatory legislation 
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and therefore a 90 per cent vote was required. 

In the Eastern Union only a 75 per cent vote 
is necessary to enact mandatory legislation, and 
although the same interests were opposed they 
were not able to defeat it. Strong influences 
have been brought to bear by their agents 
upon the companies which opposed it, and_ it 
is hoped that with the backing of the eastern 
action a change can be secured, 

When news of the eastern action was _ re- 
ceived an attempt was made to secure a meet- 
ing in Chicago of the joint committees of the 
two organizations on the subject, but as there 
are three members on the Union committee 
and eleven members on the Eastern Union 
committee the latter held that it would be 
impractical for them tu come to Chicago. It 
has now been suggested that rather than have 
no meeting at all the western members will 
go to New York, or if a half-way point is 
preferred, will meet the eastern members in 
Pittsburgh. 

The situation is made the more peculiar by 
the fact that in all the discussions of the use 
of the co-insurance form on use and occupancy, 
extending over a year or more, the western 
interests were its strong advocates, while it 
was generally opposed most of the time by 
the eastern men. At the meeting of the joint 
committee at Washington, when the form was 
adopted, the eastern men finally withdrew their 
opposition on the ground that something had to 
be done to hold the business from the compe 
tition of the reciprocals, and that the co-insur- 
ance form seemed the best way out, since it 
was s0 strongly insisted upon by the depart- 
ment store people. 

It is now learned that a prominent Western 
Insurance Bureau company is writing use and 
occupancy insurance in the west, using the 
new co-insurance form, with assurance that 
this plan will be extended among the Bureau 
companies, Thig makes it more desirable for 
the Union companies to be able to meet this 
competition in the west, and it is possible that 
application will be made to the governing com- 
mittee to suspend the rule and permit the 
writing of the new form. The situation also 
strengthens the sentiment in favor of a modi- 
fication of the Union rule which now requires 
a 90 per cent vote to enact mandatory legis- 
lation, the 75 per cent requirement of the 
Eastern Union being suggested. The co-insur- 
ance form had more than 75 per cent of the 
votes at the Union meeting, buy could not 
muster quite enough votes to overcome the 
90 per cent rule. 


J. W. WARNSHUIS RESIGNS 

J. W. Warnshuis, staff adjuster for the 
metropolitan New York district of the 
Commercial Union and allied companies, 
has resigned. 
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WHITE & DART, INC. 


Succeeds White & Pitcher, Inc.; Place 
Insurance of All William R. Hearst 
Corporations 

corporation, White & Dart, 

Inc.. succeeds White & Pitcher, Inc., 

&) Maiden Lane. S. V. D. White, presi- 

dent of the old corporation, remains as 

president of White & Dart and Edward 

W. Dart 


tary and treasurer. 


A new 


will be vice-president, secre- 

In the old corpora- 

tion, David E. Pitcher was treasurer. 
White & 


concern which is doing a large business 


Dart, Inc., is a brokerage 


and among other clients, it handles the 
insurance accounts of William Randolph 
Hearst and his many and varied sub- 
sidiary corporations, a list of which was 
edition of THE 


printed in a_ recent 


EASTERN UNDERWRITER. 

Mr. White is a very capable insurance 
man and Mr. Dart, who has had a wide 
experience in engineering and produc- 
tion. has long been regarded as one of 
the best insurance brokers in New York 
City 


DAMAGES AGAINST COMPANY 

Frank G. Watson was awarded $23,- 
500 damages by a jury in a St. Louis 
court April 30 in his suit against the Bull 
Dog Auto Fire Insurance Company of 


Chicago, which he represented in St. 
louis for several years. In his suit 
Watson charged that the insurance 


company had breached his contract. He 
contended that in January, 1919, he en- 
tered into the contract with the com- 
pany whereby he was given exclusive 

ney rights in certain Missouri and 
Illinois territory for a period of ten 
years with the option of renewing the 
contract upon its expiration. He charged 
that the company breached the contract 
in August, 1922. 


SUSPEND TWO AGENCIES 





Executive Committee of Fire Under- 
writers’ Association of St. Louis 
Takes Action ; 
The executive committee of the Fire 
Underwriters’ Association of St. Louis, 
Mo., has suspended the South Side In- 
surance Agency, 2925 South Broadway, 
and William Rodiek & Company, 2618 
South Jefferson Avenue, for alleged non- 
compliance with the by-laws of the or- 
ganization, and it is probable that both 
agencies will be expelled from the as- 
sociation unless they take immediate 
steps to comply with the regulations put 
into effect on February 1 by the fire 
underwriters’ association in accordance 
with an agreement reached with rep- 
resentatives of the Union and Bureau. 
The suspension of the two South St. 
Louis agencies brings to a head the con- 
troversy between Class No. 2 agents and 
the association regarding the _restric- 
tions on the writing activities of certain 
of the No. 2 agents. 
NEW BROOKLYN AGENCY STARTS 
The Lemma & O'Connor agency of 
Srooklyn has commenced writing business. 
It represents the Commonwealth of New 
York and the Philadelphia Fire & Marine 
for Brooklyn and the Commonweakh and 
Millers National for suburban terriiory. 
The Commonwealth is one of the North 
British group and was formerly repre- 
sented by the Jenkins Agency, Inc. The 
Philadelphia is a member of the Insurance 
Company of North America group. Sam- 
uel A. Lemma has been in insurance for 
about thirteen years, having started with 
the McLaughlin Agency and later gomg 
with the Jenkins Agency, Inc. Willard 
S. O’Connor was also with the Jenkins 
Agency and previously with Malby & Short. 
Inc., and with the brokerage department 
of the Pacific Fire group. 


MERCURY TO ENTER N. Y. 

The Mercury of Minnesota, the new 
running mate of the St. Paul F. & M., 
is preparing to enter New York State. 
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FIRE INTERRUPTS DINNER 
Agent A. C. Edwards of Sayville, L. I, 
Had Been Entertain'ng Fire Chiefs 
and Their Assistants 


More than two hundred guests turned 
out to a dinner which was given by A. C. 
Edwards, Sayville, L. I., insurance agent, 
a few nights ago. From all the surround- 
ing villages came chiefs and members of 
the fire departments, a display of red 
flannel shirts alternating with dinner coats. 
_ “This would be a bad night for a fire 
in this section of Long Island,” said the 
speaker of the evening, Chauncey S. S. 
Miller of the North British & Mercantile. 

A few minutes later a building caught 
fire in a neighboring town and the women 
guests of Mr. Edwards who expected danc- 
ing to follow the dinner found themselves 
without partners. There was a speedy de- 
parture of red shirts as their owners ran 
out of the hall and hopned into private 
cars and buses for the fire. Mr. Miller 
decided not to go as his shirt was of the 
regulation boiled variety. 


BALTIMORE LOSSES 

The fire loss for Baltimore during 1924 
totaled $1,888,235 as against a five-year 
average for 1919 to 1923 inclusive, of $2,- 
908,705. This is a reduction of more than 
a million dollars, in spite of the fact that 
the total number of fires for 1924 exceeded 
those for the five-year average. 








NORTH BRITISH CHANGES 





C. B. Cleaves of Newark to Succeed 
J. H. Bonney at Baltimore; W.°H 
Gilchrist Promoted 


C. B. Cleaves of Newark, special agent 
of the North British & Mercantile fleet 
for southern New Jersey, will on July 1 
be transferred to Baltimore to succeed 
J. H. Bonney, who goes then with the 
Underwriters’ Association of the Middle 
Department as manager of the Pitts- 
burgh office. Mr. Bonney’s territory 
consisted of Maryland, Delaware, the 
District of Columbia and three towns in 
West Virginia for different companies 
in the North British group. 

On July 1 also W. H. Gilchrist, special 
agent in charge of the sprinklered risk 
and side line underwriting in the Phila- 
delphia office, will succeed Mr. Cleaves 
in southern New Jersey. Mr. Cleaves 
has been with the North British for sev- 
eral years. 





JERSEY CITY AGENT DIES 

William George Nelson, senior mem- 
ber of Nelson & Ward Company, one of 
the leading local agencies of Jersey City, 
died last Saturday from heart trouble. 
He was sixty-nine years of age, and had 
been in insurance for many years. Mr. 
Nelson had been a Freeholder, a mem- 
ber of the General Assembly, Comp- 
troller of Jersey City, and a delegate to 


the National Republican Convention of 
1904. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 


Organized 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 
Capital ..... . .$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities... 8,536,871.60 
Net Surplus.... 3,586,660.11 


Assets ....... $15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


Girard F.sM. 


INSURANCE CO. 
of Philadelphia 
Organized 1853 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 


Net Surplus. ... 


3,213,098.14 
1,260,934.06 





Assets ...... . .$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A, Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


THE 
MECHANICS 
INSURANCE CO. 
of Philadelphia 
Organized 1854 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


allother liabilities — 2,575,127.95 
Net Surplus.... 1,000,362.98 





Assets ........$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 











H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 

ance Fund and 


Reserve for all 
other liabilities. . 


3,751,385.75 
Net Surplus... . 


501,427.56 





Assets ........$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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New England Agents 
Consider 20% Scale 


MAY CONFER WITH COMPANIES 





New England Advisory Board and East- 
ern Union Committee To Discuss 
Commissions Is Report 





New England is the latest section of 
the country to be giving serious atten- 
tion to the fire insurance commission 
question, with special reference to the 
20% flat scale that has recently been 
adopted by the Southeastern Under- 
writers’ Association for southern terri- 
tory and previous to that by the com- 
panies for West Virginia. Due to the 
excess commission situation in Worces- 
ter, Mass., and the fear that commis- 
sions may get out of hand in other New 
England centers, both companies and 
agents are reported to be planning to 
get together for a solution of the whole 
commission problem. 

Last week at the mid-year meeting of 
the Vermont Association of Insurance 
Agents President Atwood and Edwin 
J. Cole, of Fall River, New England, 
vice-president of the National Associa- 
tion of Insurance Agents, spoke of the 
movement in favor of the 20% flat scale. 
Mr. Cole stated that there will soon be 
a conference held between the New 
England Advisory Board, representing 
the six New England agents’ associa- 
tions, and the New England committee 
of the Eastern Union in Boston to dis- 
cuss commissions. Guy FE. Beardsley, 
vice-president of the Aetna Fire, is 
chairman of that committee. 

Already, according to Mr. Cole, Mas- 
sachusetts, Connecticut, Rhode Island, 
Maine and New Hampshire are inclined 
toward the 20% scale, and he sought to 
learn the attitude of the Vermont As- 
sociation. W. H. Wills, of Bennington, 
moved that the Vermont Association en- 
dorse the new proposition, and the mo- 
tion was adopted unanimously. 

Mr. Cole said, in the course of his 
talk before the convention, that the 
commission trouble had not been acute 
in New England but that it might be- 
come so and be a matter for legislation 
unless the companies and agents pre- 
vented trouble by getting together be- 
fore anything should happen. 

New England is now governed by the 
Eastern Union scale which is 15, 20 
and 25%. Boston and Worcester are 
excepted cities, the latter becoming so 
only after the appointment of sole 
agencies had become’so general that it 
was impossible to maintain the regular 
Eastern Union scale. With a 20% flat 
scale it is believed that most agents 
would be getting a slight increase in 
their total commissions, but that. scale 
would eliminate excess commissions 
above the present 25% limit and would 
drive out of fire insurance many one 
and two risk agents who abound in dis- 
tricts where the multiple agency evil 
exists. 

How the fire companies view a flat 
scale proposal for New England has not 
been stated officially. In fact, Eastern 
Union headquarters in New York City 
says it does not know the date for the 
reported conference. However, in view 
of the recent developments in the 
S. E. U. A. and in West Virginia there 
is reason to believe that the companies 
would be favorable to a 20% scale in 
the New England states, providing the 
ageiits themselves accept it. 





Massachusetts Legislature Fails 
To Pass Reciprocal Bill This Year 


The Massachusetts legislature voted 
last week to refer to the next legislature 
the matter of admitting reciprocals to do 
business in the state. That means that for 
another year at least reciprocals will not 
be allowed to write insurance in the Bay 
State. Several bills were introduced dur- 
ing the current season providing for the 
admission of reciprocals but mone was 
satisfactory to reciprocal and stock com- 
pany interests alike even after numerous 


hearings. gael 


Speed in Moving 
Western Department 


SUPPLIES SENT BY EXPRESS 
National Liberty Equipment Leaves Chi- 
cago By Express Thursday; Clerks 
At Work There Monday 
The western department of the Na- 
tional Liberty has moved from Chicago 
to New York and began operating on 
Monday with its complete equipment on 
the fourth floor of the Home office of 
the National Liberty at Sixth Avenue 
and 40th Street. The movement was 
made with unusual expedition. A_ blue- 
print of the fourth floor had been sent 
to Vice-President and Western Manager 
H. A. Clark. Working with that as a 
basis all the maps, files, etc., were ex- 
pressed from Chicago on Thursday 
night, wheeled into position on trucks, 
and when the clerks arrived on Monday 
morning everything was ready for busi- 

ness. 

With Mr. Clark came J. C. Brown, 
assistant manager, and about twenty of 
the department heads, including all the 
examiners, the chief accountant, auditor, 
ete, 

The western department of the Na- 
tional Liberty was opened forty-two 
years ago by Colonel FE. H. Halle, who 
was manager there for over thirty years. 
He was succeeded by Charles H. Coates, 
vice-president. who after a period of 
four or five years came to New York 
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Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
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THE PENNSYLVANIA DEPT. 





Insurance Men Think McCulloch Should 
Not Be Crimped in His 
Appropr.ation 
Pennsylvania insurance men are hop- 
ing that Governor Pinchot will sign a 
bill giving an increased appropriation to 
the Pennsylvania Insurance Department. 
They are not making any prophecies, 
however, as Governor Pinchot cut down 
the Department’s request for a certain 
appropriation and that despite the fact 
that the income for license fees alone 
in the Pennsylvania Department is 
greatly in excess of the modest demand 

of Commissioner McCulloch. 


to the head office. At that time Mr. 
Clark. who was assistant to Mr. Coates 
and had considerable field experience 
and also had been general adjuster of 
the company, was made western man- 
ager. 

The western department consists of 
fifteen of the Western Insurance Bureau 
states, also the state of Arkansas. 
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ONE HUNDRED AND FIFTY YEARS 


SINCE WAS FIRED THE SHOT 
HEARD ROUND THE WORLD 


DO YOU KNOW 


and Concord, Arlington, Cambridge and 
Boston, with residents along the line of the 


1775, are playing host to the American 
This is the One Hundred 
Fiftieth Anniversary of the colonists’ first 
armed resistance to the mother country. 


The events of those memorable days 


are 

story and moving pic- 
Lexington, Concord and 
and 


Bunker Hill are shrines of the nation, 
pilgrimage to these historic spots. It is said 


House at Lexington contains more signa- 
tures than any other historic place in the 


SSL 
LIFE INSURANCE COMPANY 
° 


¢ BOSTON MSSSACHUSETTS 


Over Sixty Years in Business. Now Insuring Over Two 
Billion Dollars on 3,500,000 Lives. 


to June 20, Lexington 


Boston to Concord in 


and 


more will make their 


of the Hancock-Clarke 
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Northern of N. Y. To 
Direct Own Affairs 


MANAGEMENT CONTRACT ENDED 


Willard S. Brown, Who Managed Com- 
pany, Will Be Chairman of Board; 
William Brewster President 





The directors of the Northern of New 
York have concluded that it is in the 


interest of the company’s further 
progress and development to conduct 
its affairs directly through its own 


elected and appointed officers. The gen- 
eral management contract with Willard 
S. Brown & Co., in existence for the 
past twenty years, will expire June 30, 
and from July 1, 1925, the officers will 
be chairman of the board, Willard S. 
Brown ; president, William Brewster; 
vice-president, James Marshall; secre- 
tary, Theodore Plessner; assistant sec- 
retaries, William Williams and Robert 
L. Parsons. 

Willard S. Brown was one of the 
founders of the company; Mr. Brewster 
has served for five years as president; 
Mr. Marshall, vice-president and active 
executive, has been secretary of the 
company since its formation, and a mem- 
ber of the firm of Willard S. Brown & 
Co.; Mr. Plessner has for years been 
with the organziation as assistant sec- 
retary; Mr. Williams has been for years 
in charge of its underwriting in the 
eastern and middle field; Mr. Parsons 
has been for many years in charge of 
its underwriting in the western field. 

The Northern has been noted for the 
personnel of its board of directors, which 
now consists of the following: Wiliiam 
Brewster, Brewster & Co.; Willard S. 
Brown, W. S. Brown & Co.; Eberhard 
Faber, E. Faber Pencil Co.; John E. 
Berwind, Berwind-White Coal Mining 
Co.; James Marshall, W. S. Brown & 
Co.; Joseph P. Grace, W. R. Grace & 
Co.; Arthur A. Fowler, Rogers, Brown 
& Co.; Howard C. Brokaw; Robert Mal- 
lory, Jr., Spencer Trask & Co.; George 
EK. Hite, Jr.. Masten & Nichols; Frank 
B. Keech, F. B. Keech & Co.; Lewis 
Spencer Morris, Morris & McVeigh; 
Charles H. Marshall, Butler, Herrick & 
Marshall; Daniel B. Wentz, Virginia 
Coal & Iron Co.; Philip A. S. Franklin, 
International Mercantile Marine Co. 

Willard S. Brown & Co. have been 
more than usually successful in their 
inanagement of the company’s affairs, 
have established it generally throughout 
the country in the best grade of agencies 
and have built up a high reputation for 
it. The change in form of management 
has been accomplished without affecting 
the personnel or the happy relations 
between the company and its agents. 


JOIN DESPARD & CO. 
Alfred H. Reed, formerly a vice-presi- 
dent of Willcox, Peck & Hughes, and 
J. Lester Van Nane, also formerly with 
the same marine insurance brokerage 
firm, are now associated with Despard 
& Co., of New York City, for the pur- 
pose of transacting a general insurance 

and average adjusting business. 





QUIT AGENCY CONNECTIONS 

George E. Wagner & Co. of Philadel- 
phia have resigned the agencies of the 
companies they represent, and retired from 
the agency business on May 1. They are, 
however, continuing in the brokerage 
business. 
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“AUTOMOBILITY” 


When a man enters the state of “Automobility,” which 
is to say, becomes an automobile owner, he is proud of 
his new possession and perhaps a trifle timid of the power 
at his disposal. Other men who have had ‘“‘automobility” 
for many years know by experience the inherent dangers 
of driving. 


To all classes, new and old, the appeal of sound insur- 
ance against the hazards of the road strikes a responsive 
chord, whether they be willing to admit it or not. 


There are still many car owners who, though they rec- 
ognize the value of automobile insurance, have yet to take 
out their first policy, and there are numerous other poten 
tial policyholders in the ranks of new owners. 


Concentrated effort toward automobile business now 
should turn the tide of insurance premiums and commis- 
sions your way. 

It is a distinct service to be able to offer a prospect a 
policy which provides the protection of the Largest and 
Strongest Fire Insurance Company in America. 


‘The HOMESSENNEW YORK 


Elbridge G. Snow, President 


CASH CAPITAL $18,000,000 
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Legislative Probe of 
Jersey Department 


TWO DEPUTIES ON THE STAND 





Money Collected From Companies For 
Firemen’s Relief Not Supervised 
By Insurance Division 





The investigation of the Department 
of Banking and Insurance at Trenton 
got under way with an examination last 
week of some insurance departmental 
chiefs who discussed various phases of 
insurance supervision with the legisla- 
tive committee. The chairman of the 
committee is Senator J.. Henry Harri- 
son. 

Among other things Deputy Commis- 
sioner Thomas K. Johnston was asked 
relative to state supervision of the dis- 
bursement or investment of the annual 
fund of more than half a million dollars 
now paid by the state to the local fire- 
men’s benefit associations. The fund is 
derived by the imposition of a tax on 
foreign fire insurance companies doing 
business in New Jersey and amounted 
last year to $516,000. Deputy Johnston 
said that the bulk of this money was 
not handled by the state, some $330,000 
having been paid last year by the in- 
surance companies directly to the local 
relief associations. The balance, accord- 
ing to Deputy Johnston, was paid to 
the Banking Department, but almost im- 
mediately passed along to the state as- 
sociation under requisitions approved by 
the Governor. 


“In other words,” said Senator Harri- 
son, “the Banking Department acts 
simply as a conduit of the money.” 

“That is the case,” concurred Mr. 
Johnston. 


New Jersey Rates Satisfactory 


Christopher A. Gough, assistant dep- 
uty, followed Deputy Johnston on the 
stand. Mr. Gough discussed the rate 
supervision, told how the Ramsey Act 
operated and said that the situation in 
the state was satisfactory, certainly much 
more so than if there were no such act, 
and he pointed out the perils that follow 
free-lance rate-making. The average 
rate in New Jersey for several years has 
been lower than the average rate of the 
country as a whole. 

Discussing licensing of agents, Deputy 
Gough said that the chief responsibility 
for agents being of the right kind and 
type was up to the companies. He ex- 
plained how agents and brokers were 
licensed by the New Jersey Department 
and said a total of 49,000 licenses were 
issued last year, the fees amounting to 
$189,166. 


Next Hearing May 14 


The committee adjourned to May 14, 
when the next hearing will be held. At 
that time it is planned to invite repre- 
sentatives of insurance interests—bank- 
ing, building and loan and others coming 
under the jurisdiction of the New Jersey 
Department of Banking and Insurance. 

The present investigation started by 
reason of dissatisfaction growing out of 
the failure of the Building & Loan Asso- 
ciation of Northern New Jersey. There 
is no dissatisfaction with the adminis- 
tration of insurance. 





Underwriters’ Ass’n. of N. Y. 
Hits at Unethical Practises 


The Underwriters Association of New 
York State advises its members that at 
the recent meeting of the executive com- 
mittee “the unethical practice of some 
company representatives and members of 
this association in advising their agents 
to cancel and rewrite for three years or 
five years policies covering on risks which 
are likely to show increased rates under 
the application of the uniform schedules 
shortly before the time of promulgation 
in a certain community was thoroughly 
discussed and it was the unanimous opin- 
ion of the executive committee that such 
Practice should be stopped.” 











Vacation Hazards 


Accident, 
Tourists’ Baggage, 
Golfers 


Your prospective patrons will 
soon be obtaining travel reserva- 
tions and packing their traveling 
bags, in contemplation of the 
approaching Vacation Season. 


You can help to make your pros- 
pects’ vacation a matter of happi- 
ness and tranquillity, by provid- 
ing adequate dependable insur- 
ance protection to meet their 
needs. 


Well provided with insurance, 
they may go away knowing that 
“all is well,” in event of accident 
or loss and with an appreciation 
of the service and policies you 
provided. 


Norwich Union Policies and Service are Nationally Known 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 
Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President H. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himeelf be Well Served 


COMPANIES 











Cynical About N. Y. 
Auto Club Mutuals 


BAD FEELING IN THE CLUBS 





Name of Association Now Being Used 
Over Protest of Some Leading 
Members 





From one of the most prominent 
members of the New York State Auto- 
mobile Association THe EAsterN UNprEr- 
WRITER has received these caustic com- 
ments regarding the two mutual insur- 
ance companies which that association 
has under way: 

“I am not opposed to automobile 
clubs going into the insurance business, 
but I am opposed to their going into 
the business unless they know what they 
are doing and know how to run the in- 
surance end of the business. The New 
York State Automobile Association is 
not an individual membership club, but 
it is the State Association formed 
through the various local city and up- 
state clubs joining together in one State 
Association. The object of the State As- 
sociation is for the betterment generally 
of motorists, looking after automobile 
legislation, good roads, ete., and is not 
meant to be commercialized or run as 
a commercial organization in any way 
whatever. j 

“Unfortunately, a man was elected 
president of this Association last Oc- 
tober, who had the idea that he knew 
all about the insurance business and 
could run it better than any of the old 
line or existing mutual companies, with 
the result that he immediately started 
to organize two mutual companies, cov- 
ering automobile liability, property dam- 
age, collision, fire and theft. He started 
in by using the name of the Association 
and also started using the Association’s 
funds to promote these organizations al- 
though the Association would have no 
control over them whatever after they 
once got going. 

“Some of the rest of us who helped 
build up the organization tried to show 
this man where he was wrong, but he 
knew more than anybody else and 
couldn’t be shown, so we simply had to 
oppose him, which we have done quite 
successfully so far.” 


Take Larger Quarters at 110 William 
Street; Specialists in “All Risks” 
Coverage 
W. B. Brandt & Company, Inc., who 
opened its New York office last Septem- 
ber, has found it necessary to move to 
larger quarters at 110 William Street. 
This agency represents the “all risks” de- 
partment of the Commercial Union and the 
Century throughout the country as gen- 
eral agents, and are considered specialists 
in this coverage. W. B. Brandt, presi- 
dent of the agency, divides his time be- 
tween New York and the San Francisco 
office. E. G. Shirpser, vice-president of 
the agency in charge of the local office, 
has built up a wide circle of friends in 
the short time he has been here. He has 
been in the insurance business for over ten 

years. 


J. E. SAUTTER WITH ST. PAUL 


John E. Sautter has been appointed 
special agent, effective Monday, for the St 
Paul Fire & Marine and the Mercury in 
western Pennsylvania, including Allegheny 
County, with headquarters at Pittsburgh. 
In the same territory Mr. Sautter has 
represented the Royal for the last two 
years. With the St. Paul he succeeds 
Charles H. Knoche, who has been trans- 
ferred to the home office. 


EARTHQUAKE IN CANADA 
Among insurance companies recently 
licensed to write earthquake insurance 
in Canada are the World Fire & Ma- 
rine, Phoenix of Hartford, Connecticut 
Fire, Equitable F. & M., and the Hart- 
ford. 
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Guaranty Fire Company of Newark 


(Continued from page 1) 


in the Union Trust & Hudson County Na- 
tional Bank. The secretary of the com- 
pany is Horace R. Wemple, formerly as- 
sistant United States manager of the 
Norwegian Assurance Union, Ltd., and a 
brother of W. Y. Wemple, the reinsurance 
man. The treasurer is Harrison W. 
Wheaton of Atlantic Highiands, N. J. 
The other directors include business men 
and others more or less prominent in 
northern New Jersey. 


An Interview With Mr. Tuttle 


A reporter for THe Eastern UNDER- 
WRITER called at the promotion offices. On 
the fourth floor of the building there are 
two small rooms where the stock salesmen 
are quartered. On the ninth floor of the 
building are the executive offices consist- 
ing of three smail rooms with Mr. Tuttle 
in the inside office in charge. He was first 
asked for some specific information as to 
how much money had been raised. He 
said the company would start with $500,000 
capital and $500,000 surplus about July 1. 

“What has been subscribed to date,” 
he was asked. “About one-half of that 
sum,” he replied. 

Tue Eastern UNpberwriter asked him 
if anything had been done relative to get- 
ting operating quarters for the company. 
He said that he was now in negotiation 
with landlords and thought that the com- 
pany would be able to get quarters at the 
rate of about a dollar « square foot in a 
satisfactory location in Newark. 


: Talent 


“What about your underwriting talent 
and the organization to run the company?” 
was the next inquiry. He replied: “I have 
been in the insurance business for twenty- 
five years, and will be managing under- 
writer. President Baldwin has had a great 
deal of insurance experience, and so has 
Mr. Wemple. We are now in negotiation 
with a well-known fire underwriter who 
will also fit in very well with the organi- 
zation.” 

An interesting feature of the situation is 
that Mr. Tuttle has been able to get letters 
from such men as Uzal H. McCarter, one 
of the leading financiers of northern New 
Jersey, which was enough of an endorse- 
ment of the Guaranty Fire proposition to 
make it worth while to be used by stock 
salesman in facsimile, and another letter 
from a prominent banker saying that the 
company had a large deposit with his bank, 
which letter has also been facsimiled. 


The Financial Plan 


Under the head of “Financial Plan” the 
Guaranty Fire Company’s literature in 
part reads: 

“The capital of the Guaranty Fire In- 
surance Company consists of 400,000 
shares, par $5 each. This stock will be 
marketed in four allotments of 100,000 
shares each, as follows: 

“The first allotment of 100,000 shares, 
par value $5, is now being subscribed for 
at $10 per share; $5 of the $10 paid con- 
stitutes the permanent capital of the com- 
pany, and the other $5, less the necessary 
equipment and organization expenses, goes 
into the company’s surplus. This surplus, 
as well as the caiptal, always belongs to 
the stockholders. 


The Stock Allotments 


“Upon the completion of the subscrip- 
tions to the first allotment, the second 
100,000 shares, par $5, will be offered at 
$15 per share and will be sold only in con- 
junction with, insurance on_ buildings 
owned by the subscribers whose purchase 
of stock is limited not to exceed 25% of 
their premium. Then will follow the third 
allotment at $20, and the fourth at $25 per 
share, likewise sold in conjunction with in- 
surance. The first allotment of 100,000 
shares at $10 per share is offered to in- 
vestors without regard to their fire insur- 
ance, although they have the same right 
to insurance at a saving of 25% as pur- 
chasers of the following three allotments 
who pay substantial increases in the share 
prices. The second, third and fourth al- 
lotments will be offered only to owners of 


desirable buildings and they will secure 
their insurance in the Guaranty Fire at 
75% of their present insurance cost, after 
they have invested an amount equal to 
the other 25% of the first premium in the 
stock of the company. 
For example: A building owner who 
is now paving premiums of $1,000 
will buy $250 of stock. and his pre- 
miums will be $759. The total cost 
of the stock subscriptions and the in- 
surance for the first year will be no 
greater than the amount of premium 
that the building owner would other- 
wise have to pay for his insurance in 
a company writing at tariff rates, and 
after the first year he will qet his 
insurance continuously at 75% of the 
customary premium charae, without 
further investment and, in addition, 
will receive the investment return on 
his stock subscription as made. 


“Premium Income Nine Times the 
Capital” 


“Of the $7.000000 capital and surnlus 
of the Guaranty Fire the first $1,099,090 is 
beine nurchased by investors, purely as an 
investment. The remaining $6 MAHON wl] 
he sold only to owners of desirable build- 
ings. Assuming that the expense of or- 
ganization and of camnlete eanipment for 
business Cincludine $200.000 for nationally 
advertisine the Guaranty Fire’s plan of 
direct-dealing) amounts to 20%-—-and it 
cannot exceed this—there will remain $2.- 
000.000 canital and $3,6N0 000 net surplus 
a total of $5,600.000, Subcerihers to the 
later issues mav buv onlv $25 of stock for 
each $100 of premiums which thev row 
pav. The preminms to the Guaranty Fire 
will then be but 75% of their presert rates 
or three times their investment. The sale 
of the entire $6.000.000 stock with inenr- 
ance will brine premiums of $18.0NN NNN 
ner annum, which. however because of the 
larger amount paid to suroius acconmt. will 
he nine times the capital item. The in 
terest income will be derived not onlv on 
the capital and surplus, but also on the 
premiums.” 





NEWARK AGENTS ORGANIZE 





Form Local Board of Agent« on Com- 
mission Basis Onlv: Arthur D. 
Reeve Elected Presid-nt 


The Newark Board of Fire Under- 


‘ writers was definitely organized last Tues- 


day at a meeting of local agents held at 
the Newark Salvage Corps headquarters 
in Newark. This organization is in reality 
a local board and is the first of its kind of 
Newark. For many years tie Fire Insur- 
ance Society of Newark has existed, but 
that body numbers company men as well 
as agents. The Newark Board is con- 
fined to agents on a commission basis and 
as such will confine its operations to prob- 
lems bearing directly upon the local agent 
and will work for the interests of the 
local fire agent and the protection of his 
business. 

Arthur D. Reeve was elected president 
of the board. William S. Naulty was 
elected vice-president, and Frank B. Hel- 
ler, secretary-treasurer. All three officers 
are well known and popular among New- 
ark agents. 

The objects of the board are set forth 
in the constitution as follows: 

“The object of this board shall be to 
encourage good practices, sound principles 
and ethics in the fire insurance business in 
the City of Newark, and to oppose bad 
practices ; to provide means for the adjust- 
ment of differences and controversies be- 
tween agents; to co-operate with the com- 
panies and the Fire Insurance Society of 
Newark and with the State Department of 
Banking and Insurance; to co-operate with 
the municipal authorities and civic oreani- 
zations in fire prevention activities, so that 
the business of fire insurance may be bet- 
ter enabled to function to the service of 
the agents, the companies and the public.” 


Some High Spots In 
Career of R. R. Tuttle 


ONCE ACTIVE IN WASHINGTON 
Troubles There Started With Inquiry 
Into Valuation of Office Building; 
Baldwin a Broker of Late 

Robert Rk. Tuttle, now promoting the 
Guaranty Fire in Newark, has been out 
of the insurance eye for some years, but 
he had considerable prominence at one time 
while head of two insurance companies in 
Washington, D. C. He is a man of pleas- 
ant personality who at‘various times has 
heen able to interest men of varying grades 
of prominence in his different ventures, 
just as he has in the present promotion of 
the Guaranty Fire described elsewhere 
in this paper. 

Mr. ‘Luttle was an insurance agent and 
general agent in Syracuse, N. Y., and 
while there organized a_ holding com- 
pany which floated the First National of 
Washington. ‘The First National built up 
an agency plant and did considerable auto- 
mobile as well as fire business. The ques- 
tion came up about the valuation of the 
Southern Building, a Washington sky- 
scraper which is owned, and there was a 
Congressional investigation on an alleged 
$500,000 over-valuation. The company 
was also investigated by the New York 
Insurance Department and the charge was 
made that in addition to his salary as 
head of the company, Mr. Tuttle had a 
contract by which he got 5% over-writing 
commission on the business. Eventually, 
the First National and also the Commer- 
cial Fire, whose destinies Mr. Tuttle guided, 
were obliged to reinsure. 

Mr. Tuttle was next heard of in Phila- 
delphia and succeeded there in interesting 
some big business men for a time in his 
plans, but eventually he went out to Cali- 
fornia where he remained fer some years. 

Mr. Tuttle now carries a complimentary 
letter from the chairman of the Congres- 
sional investigating committee, Ben John- 
son, who was a Congressman from Ken- 
tucky. At the time of the investigation 
and following it, agents of other com- 
panies made a raid on the First National’s 
business, advising them to take their risks 
with some other company not under Con- 
gressional investigation. 


F. Spencer Baldwin’s Career 


F. Spencer Baldwin, president of the 
Guaranty Fire, now in promotion, was at 
one time one of the best known men in 
the casualty business, as he was for five 
years manager of the New York State 
Fund and was the first secretary ot the 
Liberty Mutual of Boston. After leav- 
ing the State Fund he went with a broker- 
age firm featuring marine insurance, the 
Pierson Co, as Vice President, Mr. Pier- 
son before that having been chief under- 
— of the New York State Insurance 
‘und. 


HEADS FIRE MARSHALS 
George F. Lewis of Toronto, Canada, 
was last week elected president of the 
Dominion Fire Marshals’ Asociation at 
its annual meeting at Ottawa. 


Public Adjusters 
Submit Regulations 


TO GOVERN OWN PRACTICES 





Act on Demand of Supt. Beha That 
Night Crews and Night Work 
Must Be Eliminated 





A committee of public fire insurance ad- 
justers of New York City have submitted 
to Insurance Superintendent James A. 
Beha a rigid code of ethics to govern pub- 
lic adjusting. This plan, which is under- 
stood to have the approval of Mr. Beha, 
aims to eliminate most of the evils that 
are now alleged to be existing in connec- 
tion with public adjusting. Superintendent 
Beha warned public adjusters that he would 
discontinue many of their licenses if they 
did not reform certain practices, especial- 
ly night work. Public adjusters must sub- 
scribe to this code of ethics, if it is adopted, 
before they will receive licenses from the 
New York Insurance Department. 

Following are the principal sections of 
the code of ethics: 

“Rule A.—What are known in the busi- 
ness of public adjusting as night crews 
or solicitors must be and are hereby abol- 
ished. No public adjuster shall employ 
directly or indirectly any person for the 
purpose of performing any work at night 
in connection with the soliciting and (or) 
adjustment of losses other than as stated 
and authorized in this memorandum. 

“Rule B.—No public adjuster or his 
agent, representative, or employee shall 
directly or indirectly solicit the adjustment 
of a loss from the assured or from any 
broker or other person by personal inter- 
view, by telephone, or by any other method, 
as accept any order, commission, or con- 
tract for the adjustment of any loss 
between the hours of 6:00 P. M. and 8:00 
A. M. 

“Rule C—No public adjuster shall di- 
vide any commission or give other com- 
pensation to any person for procuring or 
assisting in procuring the adjustment of 
any loss for him who does not hold a pub- 
lic adjusters license from the State In- 
surance Department at the time the loss 
occurs. 

“Rule D.—No public adjuster shall em- 
ploy or be associated with any person as 
partner, officer, director or stockholder, 
whose license as public adjuster has been 
revoked by the Superintendent of Insur- 
ance, provided that, pending the final de- 
termination of such proceedings, if any, 
as may be instituted to secure a review 
of the ruling of the Superintendent of In- 
surance, the application of this provision 
as to such person shall be suspended. 

“Rule E.—It is understood and agreed 
that each public adjuster signing this 
agreement will comply with the reguia- 
tions herein set forth, and will cooperate, 
and will use his best endeavors to see that 
they are put and kept in full force and 
effect.” 





At the time of going to press, it had 
not been decided whether the American 
Equitable will resign from the Pacific 
Board in order to operate on the Pacific 
Coast on a non-Board basis. 




















FIRE INSURANCE 


Rossia Insurance Company 
of America 


The Fire Reassurance Company 
of New York 


American Fire Insurance Corporation 
of New York 


Union Reserve Insurance Company 
of New York 


Lincoln Fire Insurance Company 
of New York 


HARTFORD, CONN. 
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Globe Girdler’s Trip 
To Interior China 


A. M. BROWN’S THRILLING TALK 





General Agent Addresses Wennstrom 
Companies’ Home Office Staff; 
Hudson Joins Asiatic Pool 





Arthur M. Brown, who is on his way 
to San Francisco on a trip around the 
world which has already lasted cight 
months, held the home oltice staff of the 
Svea and Hudson spellbound on Monday 
evening at their offices, 75 Maiden Lane, 
while he related his experiences during a 
trip along the Yangtsze-Kiang River as 
far as the metropolis of the Czcchuen 
province, the marvelously interesting city 
of Chung King built on the top of moun- 
tains and lulls more than 1,300 miles from 
the coast. ‘Lhat interior Chinese metro- 
polis, which has no fire protection and no 
water except that carried in buckets by 
coolies who must trudge laboriously up 


hundreds of steps from the river's cdge, 
is the scene Of operations of many 1- 
surance compaiies, iciuding some Ameri- 
call Compames, which are writing a prolit- 
able imsurance business. 

tdward M. brown & Sons, one of the 
largest general agencies in the country and 
who have extensive Oriental connections 
througn the American Asiatic lnter-insur- 
ers, have represented the Svea for more 
than three decades and the Hudson, which 
is part of the Svea's fiect, is about to 
enter China as a member of the Brown 
pool. 


It was to post the staff of the Hudson 
about Chinese insurance conditions that 
Manager Wennstrom gathered them to- 
gether as an audience tur Mr. Brown, sev- 
eral underwriters from other oiices also 
being present. 

In China the English form of policy 
prevails and everything is written with a 
1UU% co-insurance clause. 

Mr. Brown described the funcions of 
the comprador, the Chinese financial wizard 
employed by insurance conceris, commer- 
cial houses, banks, consulates, ctc., in 
China who cither have charge of native 
employes or act as intermediary in trans- 
actions with the natives, having cxtra- 
ordinary powers, and through whom the 
insurance business is written. Mr. Brown 
gave an amusing picture of the Chinese 
institution of “squeeze” by which the com- 
pradors make their profit. In blunt 
language “squeeze” means graft. In polite 
language it means discount. In Chinese 
trading is no such thing as a single price 
for merchandise. Trading is largely by 
barter, a stiff price being asked in the first 
place and then the seller permitting him- 
self to be beaten down. Mr. Brown ex- 
plained how this works with insurance 
rates. The native Chinese through 
“squeeze” got their rates so low that linally 
the Shanghai Tariff Association passed a 
resolution that not more than 30% discount 
should be given on any policy. The situa- 
tion has now adjusted itself so that all 
rates are fair. 

While fire protection and water sup- 
ply do not amount to much in many 
Chinese cities the construction of the build- 
ings is so solid that this is counteracted. 
Furthermore, there is very little arson, the 
penalty for that being decapitation. In 
China a man arrested for a crime must 
Prove his innocence. In some towns in 
case of fire the owner of the property 
must clean up the adjacent property at 
his own expense. In other cities premises 
on which there has been a fire cannot be 
used for a year. In a few towns when 
aman applies for insurance he must notify 
the police department which prevents over- 
insurance and makes matters casier in 
event of loss. In case of a disagrecment, 
the owner of property destroyed by fire 
has no standing in court unless he can 
Prove that the policy has been stamped by 
the police department. On the other 
hand, the insurance company must placard 
the buildings of the insureds with house 
Plates for, in case of loss, the company 


will have no standing in court. When a 
company has a loss it places it in the 
hands of chartered accountants for adjust- 
ment. 

Following the description of insurance 
conditions, Mr. Brown took the Svea and 
Hudson staffs with him on a tour of the 
Yangtsze-Kiang River which, from the 
standpoint of craft of all kinds, running 
from sampans of the rowboat type to 
junks and river steamers, is the most 
crowded water thoroughfare in the world, 
as the Yangtsze-Kiang 1s second only to 
the Amazon in size and is practically the 
only means of communication for a popu- 
lation of about 150,000,000 people. All 
freight is carried from the boats to the 
different ports on the river by coolies, one 
of whom can carry a bale of cotton weigh- 
ing from 75 to 150 pounds. In fact, the 
terribly crushing burdens of the loads borne 
by the coolies create one of the most 
heart-breaking scenes to be seen in China. 
These human beasts of burden, who do 
not live long and who make from 20c to 
40c a day if they are lucky, have long 
been an object of pity but attempts to help 
them by the use of machinery have been 
failures as whenever a derrick or other 
machinery is put in to lighten their 
burdens, it throws men out of work and 
the labor unions of China insist that con- 
ditions be as primeval as they have been 
for centuries in order that the coolies 
may live. During this long trip, some 
coolies were seen by passengers on Mr. 

3rown’s steamer starving on barges or on 
the shore, but the population is callous to 
such sights and it is neither desired to 
shorten the length of labor nor to ease 
their employment. In fact, if a Chinaman 
is drowning in a river he will not be 
rescued, as the rescuer might have the re- 
sponsibility of supporting him for the bal- 
ance of his life. 


In the Chinese cities the streets are so 
narrow that automobiles could not get 
through and the chances are that the situa- 


tion will not improve for centuries at least. 
Foreigners are carried on sedan chairs or 
travel by jinrickshas. 

Mr. Brown described his visits to Nan- 
king, Hangkow and Ichang and gave most 
interesting views of not only these cities 
but of the river life. His description of 
the last leg of his trip through the gorges 
and rapids in the Czechuen province on the 
way to Chung King, especially the side- 
lights on how the coolies pull small boats 
through the rapids and gorges found in 
the midst of marvelous scenic effects, rocks 
lining the river being many feet high, was 
a thrilling narrative. 

Edward Brown & Sons was established 
by the late Edward Brown in San Fran- 
cisco in 1875. He died in 1905. The 
business was continued by his sons, Arthur 
M. Brown and Herbert Brown. Arthur 
M. Brown, in New York this week, is the 
father of Arthur M, Brown, Jr., now 
junior partner, and a young man who has 
made a great reputation on the Coast. 

In 1924 Edward Brown & Sons, San 
Francisco, had a premium income of $3,- 
500,000. One interesting feature of its 
business is its Oriental department, the 
pool of the American companies operated 
under the name of the American Asiatic 

Underwriters or American Asiatic Inter- 
Insurers. Among the . companies in 
this pool, which the Hudson has just 
joined, are the Globe & Rutgers, Agri- 
cultural, Rossia, U. S. Fire, North River 
and the Hamilton. 

While in Sweden Mr. Brown was 
tendered a banquet which was attenaed by 
all the members of the board of directors 
as well as the executive officers of the 
Svea. 

VIRGINIA AGENCY CHANGE 


Charter of the Cosby Insurance Agency 
of Lynchburg, Va., has been amended 
changing its name to the Cosby Insurance 
and Real Estate Company. P. G, Cosby, 
Jr. is president of the firm and S. C. 
Maddox is secretary. 
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AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


Central Europe Sugar 
Works Self Insured 


PREMIUMS EXCEED $1,000,000 
Losses Last Year Amounted to More 
Than Half of Premiums; Corre- 


spondent Describes Situation 





By Bela Deutsch, Budapest 


Among the industries of the late Haps- 
burg monarchy, sugar industry stood, it 
may be said, in the first place. It is known 
that in England a great sugar enterprise 
of international importance has recently 
been started, managed chiefly by Hun- 
garians, so that it is most interesting to 
see how the balance of this important busi- 
ness looks from a point of view of in- 
surance, 

Most of the sugar works in Hungary, 
Austria, Czecho-Slovakia, Jugo-Slavia and 
Roumania do not insure with the various 
private companies, but with their own In- 
surance Association, the residence of which 
is in Prague. According to its last state- 
ment of its report published for the year 
1924, 205 sugar works belong as mem- 
bers to this association, 183 of which are 
in Czecho-Slovakia, the territory of this 
country having been extended by parts 
formerly belonging to Austro-Hungary, 
and only seven are in Hungary where, for 
some years, the bigger sugar works have 
contracted their considerable fire insur- 
ances directly with British companies. The 
association has, however, remained an im- 
portant organization, which is shown by 
the fact that Czecho-Slovakian sugar 
works insure exclusively with this com- 
mon association of theirs. Its significance 
may be seen from the under statements of 
its balance for last year. 

Premium income amounted to 36 million 
Czecho-Slovakian crowns, i. e., more than 
$1,000,000, 3314 million from which is on 
fire premiums, the rest on sugar beet, 
transport and chomage insurances. In the 
fire insurances are included also the risks 
of the economical belongings of sugar re- 
fineries, so that the premium rate may, on 
an average, be estimated to 24%. The 
total valued insured was $500,000,000, the 
association retaining 644%. for its own 
account. 

Losses 


As regards losses, the year of 1924 was 
not very favorable in sugar industry. 
For, while in previous years a loss ratio 
of 15 or 20% was shown, the loss pay- 
ments of last year amounted accurately to 
half of the premium income. Only the 
great conflagration in Goeding last sum- 
mer required a payment of $400,000. It is 
interesting that whereas Hungarian sugar 
works had remained almost completely free 
from losses, every other one in Jugo-Slavia 
announced smaller claims. 

As the Sugar Association has not been 
formed for the purpose of deriving profit 
from insurance business, the surplus 
amounting to 10 million Czecho-Slovakian 
crowns, i. e., about $300,000, has, in the 
first place, been applied for the increasing 
of the reserve fund, so that the present 
premium reserve corresponds to full 100% 
of the premium income. The reinsurers 
of the association are, in most part, the 
great insurance companies of the late 
Hapsburg monarchy, who are thus also 
much interested in the losses occurring to 
sugar works. 

No doubt some of the Austrian insur- 
ance companies have greatly been affected 
by the big Goeding fire requiring a loss 
payment of $400,000, regarding especially 
that besides this many other claims of fac- 
tories had to be settled in Austria. 





ROBERSON OPENS LAW OFFICE 


Frank Roberson, who resigned as as- 
sistant general counsel of the National 
Board of Fire Underwriters last year. 
and since has been engaged in special 
work, has opened an office at 111 Braxd- 
way for the general practise of law. 
He was formerly attorney general of 
Mississippi, and while with the National 
Board was a strong advocate of certifi- 
cate of title laws to reduce automobile 
thefts. 
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Milwaukee Resolution 
Drive Is On Again 


BENNETT ON SPEAKING TOUR 


Special Efforts Being Made For State 
Association To Adopt Savannah 
Declaration 


Walter H. 


Association of 


Secretary 
National 
Agents, is 


Sennett, of the 
Insurance 
around the 
Milwaukee 


Savannah 


making a “swing 
circle” tour in favor of the 
Declaration and_ the amend 
declaration effective. 
state 


Sennett or 


ment to make the 


\t riearly every association meet 


ing either Mr some other 


National 
intents and pur 
Milwaukee 
with a view to having state association 
members carry out its provisions loyally 
and effectively. 


Yesterday Mr. 


representative of the Associa 


tion is explaining the 


poses of the Declaration 


Sennett delivered a 
talk before the Alabama _ Association, 
holding its annual convention at Bir 
mingham, Ala. He said in part: 

“The Alabama Association of 
ance Agents at this annual convention 
will consider the adoption of an amend 
ment to its constitution whereby your 
State Association will assume _ control 
of or fix conditions for membership, 
by incorporating the Milwaukee -Dec 
laration of the National Association and 
the statement of principles in your 
fundamental laws. x 3 

“The Milwaukee Declaration was not 
aimed at any particular company or 
companies It was designed to make 
effective the principles which have been 
developed by the National Association 
in its thirty years of existence. So far 
as | know, those principles are the 
only expression of idealism in the insur 
ance business; and to that fact we owe 
the present strength of the National and 
the various State Associations and the 
strength of the organized agency forces 
among the companies, the supervising 
officials and, to some extent, the pub 
lic. We have now come to a point where 
we must put these ideals into practice 
in a far more effective manner than ever 


before, 


Insur 


“Practical” Principles 

“Both the 

are agreed upon the 
of these principles, 


agents and the companies 
fairness and equity 
Occasionally a com- 
pany steps over the boundaries of the 
reservation and is able to lead some 
with it. Such trespassing on 
right agency principles is what we are 
aiming to control, You in Alabama 
were the first to endorse publicly the 
Milwaukee Declaration. I know you 
will continue to support the National As- 
sociation in its never-ceasing campaign 
wainst bad practices and in favor of 
right principles in the insurance busi 
ness. When you make the substance 
of the Milwaukee Declaration and the 
statement of principles a part of your 
fundamental state law, you fix eligi- 
bility for membership in your State As- 
sociation and its standard is that your 
members must hew to the line of agency 
principles. You are declaring that your 
organization has no place for men who, 
though earning their livelihood through 
the American Agency System, yet 
countenance and actually participate in 
practices which are calculated to break 
down and crush it. In other words, you 
are adopting practical principles.” 


agents 


TO ENTER S. E. U. A. 

The Rhode Island, Merchants’ of 
Providence, Union of Paris and _ the 
Abeille of Paris, known as the E. G. 
Pieper group of companies, have applied 
for membership in the South-Eastern 
Underwriters’ Association. There is no 
doubt but that the companies will be ad- 
mitted to membership and this accession 
will bring up to more than 95% the 
proportion of fire business in the S. E. 
U. A. territory, written by members of 
the organization. 





GRANT LEAVES CONTINENTAL 


Manager of Consolidated Auto Depart- 
ments Going With National 
Liberty on June 1 


Grant, who has served the 


Harry A. 


Continental as automobile special agent 
and manager of its automobile department, 
and who for several months past has been 
manager of the automobile 
all of the 
signed to accept a similar position with the 


National Liberty, 


department of 
America Fore companies, has re- 
as of June i, 

The acquisition of Mr. Grant will add 
National Liberty’s 
Erhardt, 
superin- 


material strength to the 
automobile department, as J. L. 
who has held the position of 
tendent of their automobile department for 
several years, will continue his duties as 


heretofore. 


CARR & CO. PLACE LINE 


Handling Compensation and Liability In- 
surance For Contractors of Na- 
tional Board’s New Building 
The contractors who will 
new building of the National 


erect the 
3oard of 


lire Underwriters in Gold Street, New 
York City, are James Stewart & Com- 
pany. This is the same firm of con- 
tractors who a short while ago con- 


structed the magnificent building of the 
United States Chamber of Commerce at 
Washington. 

The liability and compensation insur- 
ance was placed yesterday on these op- 
erations with the —— Life Insurance 
Company by Irancis C. Carr & Co., Inc., 
New York. 

The Merrick V. Nittoly Underwriters 
Agency, Inc., Brooklyn, has been chartered 
at Albany with $10,000 capital to conduct 
al insurance agency. 








BAD KANSAS CITY AD 





Local Agent Advertises That $177,000 
Loss Was Paid After Fifteen- 
Minute Adjustment 
In view of the discussions in the insur- 
ance business relative to waste in adjust- 
ments, there are some sharp comments 
being made among underwriters in loss 
departments because of an adertise- 
ment printed recently in a Kansas City 
paper by an important local agent, con- 
sisting of a letter from an assured saying 
that he wanted to extend congratulations 
because a loss of $177,000 had been ad- 
justed in a fifteen-minute talk with ad- 

justers. 

“T think that’s the limit,” said one 
underwriter whose company had to pay 
part of the loss. “Adjusting a damage 
of this kind in such a hurry is significant 
of the times. I don’t think that such a 
speedy adjustment should have been ad- 
vertised.” 








mM 


Notable tribute 


April 8, 1925 
at the luncheon 
commemorating 
the “Old Penn’s” 
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at 
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PENNSYLVANIA 


Fire sania Co. 


The Philadelphia 
Chamber of Commerce, 


“100 years on the same spot 
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were 
qualities 
long and honorable career, 
and these qualities will continue 
to be the creed and practise of ‘The 
PENNSYLVANIA FIRE 
Insurance Company’ for the next 



























More 
than 640 
busy business 
men of the 
City of Philadelphia 
applauded Vice 
President Charles E. 
Case of the “Old Penn” 
when he said: 
“Friendliness, tactfulness, 
helpfulness, justness,—these 
ever the controlling 
of William Penn’s 





100 years.” 
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Progress of Rates 
in Foreign Countries 


GENERAL TREND IS DOWNWARD 


E. F. Grundy, of London, Discusses Rate 
Situation in Various Countries 
of East and South America 


ln interesting discussion of fire insur- 
ance rates in various countries of the 
world, espectally those iw South America 
and the lar Kast, is contained in an ar- 
ticle on foreign fire business by E. F. 
Grundy, late foreign fire manager of the 
Guardian Assurance of England. Mr. 
Grundy real this article before the Insur 
ance Institute of London. The sections 
relating to rating problems follow: 

Of course a large part of the time of 
the Fire Offices Committee in former 
davs was occupied by the consideration 
of rates, just as it is now. But a greater 
proportion of time was devoted to that 
subject formerly than at the present day. 
Many interests which engage our atten 
tion in modern times had not even been 
thought of, and there were very few 
local associations to correspond with. 
Consequently, the various subjects aris- 
ing out of the organization of these as- 
sociations did not present themselves. 

It is interesting to compare ideas about 
rates of the ’sixties, ’seventies and 
‘eighties, with those of the present day. 
Some have changed but little. On the 
other hand, many have altered enor 
mously, and this, of course, is only 
natural, having regard to the lack of ex- 
perience in former days and the great 
accumulations of experience since then. 


Difficulties of Rating 


We know, of course, that rating at 
the best of times is not an exact science. 
In the early days, whether at home or 
abroad, must have been a matter of 
pretty wild guesswork ; an empirical 
process based on impressions rather than 
on experience. The process, in fact, re- 
sembled that of a field battery regis- 
tering their shots—first a short one, then 
a long one, then something nearer the 
mark, until the objective is struck. How, 
indeed, could it have been otherwise? 
I suppose, as a matter of fact, that just 
as there are no two men or women pre 
cisely identical, so there are no two fire 
risks precisely alike. When we consider 
the infinite degrees of difference be- 
tween one risk and another, whether 
physical or moral, actual or prospective, 
and when we consider how local condi- 
tions differ between one country and 
another, and one part of one country 
and another part, we can perhaps realize 
to a slight extent how difficult was the 
task of the officials of the offices who 
years ago, before they possessed any in- 
timate personal knowledge of conditions 
in foreign countries, had to exercise the 
responsibility of rating foreign fire risks. 

First of all, they were dealing with 
property which it was impossible to sur- 
vey and the information about which 
came from sources uninformed respect- 
ing the points most important to be 
known. Then there was the element of 
native occupation, and native supervi- 
sion, and of native operatives. These 
are difficult questions even to-day, with 
all our knowledge of the foreign field 
gained by years and years of travel and 
inspection and study of a very laborious 
kind. Years ago they were baffling. We 
Were rating our risks, so to speak, in 
the dark. What were the respective 
points, say, of a cotton mill in’ Bar 
celona, or of a cotton mill in Bombay, 
or of a cotton mill in Japan? Apart 
from all physical comparisons, what ele 
ment was introduced by the presence 
respectively of Spanish, Hindu, and Jap 
anese operatives? And what, for in 
Stance, would be likely to be the result 
of disaffection on their part from our 
point of view? What were the chances 
of incendiarism in Barcelona, or of a 
peaceful strike in Bombay, or of suicides 
in Japan? What probability was there 
of machinery being properly lubricated 


and supervised in Calcutta jute mills and 
in Burmese rice mills? How might we 
regard the Chinese shopkeeper in Java; 
the Philippine trader in Hoilo, or the 
Greek in Constantinople ? 

Calls U. S. Fires Greatest Since 1842 


We know, of course, that the greatest 
conflagrations have occurred in the 
United States, where Chicago, Boston, 
San Francisco and Baltimore stand out 
in bad pre-eminence. And it is also per- 
haps a curious, and I suppose a satis- 
factory circumstance, that elsewhere, in 
spite of the enormous increase in ac- 
cumulated values in commercial cities, 
the greatest individual conflagration (ex 
cepting, of course, the wholesale destruc- 
tion following the deliberate incendi- 
arism in Smyrna in 1922, and the earth- 
quakes in Japan in 1923) occurred so 
long ago as 1842 in Hamburg. 

Let us see how a few typical ratings 
of early days have fared as the result 
of subsequent experience. 

Take Indian business, for instance. In 
1885 a piece goods warehouse in Cal- 
cutta was rated at 5s. per cent. To-day 
this has come down to 2s. 6d. 

A fireproof warehouse in Bombay in 
1877 was charged 15s. per cent. To 
day this is rated at 3s. ld. 

Cotton in mill compounds in 1881, 40s. 
Now 5s. to 10s. Jute mills in 1873 were 
rated as high as 50s. per cent. To-day 
the rates vary from 5s. to 20s. 

In Japan in 1809 first-class godowns 
in Hiogo and Osaka paid 3 per cent. 
few vears later the rate had been re- 
duced to 1% per cent., and to-day they 
pay from 5s. to 7s. per cent. 

Dwellings, isolated, used to pay from 
20s. to 40s. per cent. Nowadays from 
6s. to 12s. per cent. 

In Chinese ports the rate for dwell 
ings might have been 15s. instead of the 
present rate of 5s. per cent. 


Rates That Have Increased 


But it is not all rates which have come 
down. On the contrary, in some in- 
stances experience has shown that early 
rates were inadequate. Thus full-pressed 
cotton in Bombay in 1882 paid 20s. To- 
day, 30s. to 50s. per cent. 

Indian cotton gins, forty years ago, 
paid 50s. to 70s., but to-day they are 
charged as much as 120s., that is 6 per 
cent. 

Again, jute presses in Calcutta have 
justified the fears entertained about 
them years ago. In 1886 we charged 
80s. to 100s. per cent., and the rate is 
100s. to-day. 

Nearer home, in Alexandria, shoonahs, 
that is cotton warehouses there, which 
were rated sixty years ago at 15s., are 
now charged as much as 40s. 6d. per 
cent. and as little as 16s. 24%d. per cent., 
depending on the nature of the fire ex- 
tinguishing appliances installed in the 
buildings, and as to whether they are 
connected or not with the high pressure 
water supply system. 

Rates in Chile and Peru have come 
down a good deal in forty years, but 
not in Brazil, nor to any extent in the 
Argentine. In the West Indies a good 
deal of trouble has been taken to give 
isolated risks the benefit of their ad- 
vantage in situation. Isolated dwellings 
in Kingston, Jamaica, used to pay about 
double what they pay to-day. 

One of the greatest modern industrial 
developments has undoubtedly been the 
petroleum industry. And it is interest- 
ing to see how our ideas of rating pe- 
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troleum risks have also developed, and 
not surprising that the first recorded 
ratings were high. Fifty years ago we 
used to charge 40s. per cent. in Sweden 
and 60s. in Antwerp. And as a matter 
of fact, subsequent experience has shown 
that we were not so far wrong in making 
people at Antwerp pay high rates, what- 
ever risk was concerned. But they are 
lower to-day by a good deal. It is some 
years now since world rates for petro- 
leum were pretty well stabilized on a 
well-considered basis. 


Vermont Agents Meet 


Endorse Savannah Resolution and Seek 

Review of Auto Liability Rates; 

G. E. Turner Speaks 

Special agents helped to swell the at- 
tendance of the mid-year meeting of the 
Vermont Association of Insurance Agents 
held last Wednesday at Burlington. Presi- 
dent Norman N. Atwood of St. Albans 
presided. W. Frederick Chase of Boston, 
of the New England Insurance Exchange, 
spoke on rating methods and the relation- 
ship of the field men with the Exchange. 

Insurance Commissioner Robert C. Clark 
gave a talk on electrical inspections. E. 
J. Cole, of Fall River, Mass., vice-presi- 
dent of the National Association for New 
England, discussed the bank agency prob- 
lem at length and recommended a con- 
ference between the New England Ad- 
visory Board and the New England com- 
mittee of the companies to take up the mat- 
ter of commissions. 

lormer Insurance Commissioner Joseph 
G. Brown, chairman of the executive com- 
mittee of the Vermont Association, spon- 
sored a motion which was adopted —_ the 
meeting voice its approval of the Savan- 
nah resolution of the National Associa- 
tion. It was also recommended that the 
Vermont Association adopt the same at 
its next annual meeting. 

The convention voted that the subject ot 
territorial classification of automobile lia- 
bility rates applying to Burlington, Ben- 
nington and Brattleboro be referred to the 
New England Advisory Board with a re- 
quest for a conference with the 
bureau. George E. Turner, of Chicago, 
attorney for the Casualty Information 
Clearing House, and Donald G. North, 
New Haven, Conn., a member of the Na- 
tional Association’s executive committee, 
were the principal speakers at the banquet 
in the evening. 


rating 


CONTINENTAL AUTO AGENT 

the Contirental has announced the 
ap) ointment of the firm of James W. 
Arrott, Ltd., general agents of the «w- 
tomobile department for Allegheny 
County, Pennsylvania. This department 
will be operated in conjunction with the 
fire department. 


Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 











E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 











THE HANOVER 
FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, b Sw President 
J. G. HO OLLMAN, Secy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, "Asst. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Ine., General Agents 
Metropolitan District 


81 JOHN STREET NEW YORK 























INSURANCE 


| HARRY C. FRY, Jr., President 


JOHN B. SIRICH, Sec’y. 
307 FOURTH hay = PITTSBURGH 
A. HETRICK, Treasurer 


LOGUE BROS. & CO., Inc. 














*THEWORLD 


1S mine G 


exultantly exclaimed 
the Count of Monte Cristo 
in the play of that name 
as the hero started on his 
road to fortune 


Good Agents Every- 
where who can qualify 
for unassigned territory 
may likewise have the 
benefit and satisfaction 
ae 


IS MINE"- "by ennrnate J 





HOME OFFICE : G70 MAIN STREET HARTFORD , CONN 
WESTERN DEPT: 410 NORTH MICHIGAN AVE. CHICAGO, Itt 
DACIFIC DEPT « 219 SANSOME ST SAN FRANCISCO, CAL 


* Then give toTHE WORLD the 
best you have andthe 
best will come backto you ” 


Uy La pd 3. 4 
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Titles of Articles on 
Use and Occupancy 


INSURANCE SOCIETY’S INDEX 





Also Prints Names of Pamphlets On 
This Subject In New and Val- 
uable Compilation 


The Insurance Society of New York 
has prepared a most useful bibliography 
of Use and Occupancy Insurance, going 
back over a period of years, and ‘includ- 
ing many articles in insurance periodi- 
cals on the subject. The list follows: 


Automobile Insurance Company of Hartford, 
Conn. Ready information on use and occu- 
pancy. Hartford, The Company, n. d. 

Bament, W. N. Use and occupancy insurance. 
The Weekly Underwriter. Live articles on 
special hazards, no. 4, p. 159-76. New York, 
The Underwriter Printing & Publishing Co. 
1913. 

Barbour, R. P. Use and occupancy, profits 
and commissions insurance. In his Agents 
key to fire insurance; 3d ed., p. 370-406. 
New York, The Spectator Co., 1922. 

Bell, E. W. Loss of profits insurance. The 
Insurance Institute of New South Wales. 
Journal, 1914, p. 16-25. 


Bibby, J. V. Rough notes on consequential 
loss insurance, The Insurance Institute of 
Newcastle-upon-Tyne. Annual report, 1913- 
14, p. 67-77. 

Brevis, H. W. U. & O. Glens Falls, N. Y., 


The Glens Falls Insurance Co., 1923. 

Brooke, Ernest. Loss of profits through fire. 
London, The Post Magazine, 1921. 

Bryceson, A. J. Loss of profits insurance. 
The Birmingham Insurance Institute. Trans- 
actions, 1911-12, p. 59-68 

Canadian fire insurance year book, 1924. A 
full explanation of use and occupancy insur- 
ance. Toronto, Stone & Cox, 1924, p. 144-85. 

Cavell, J. S. Consequential loss insurance. 
The Insurance Institute of Norwich. Report, 
1912-13, p. 22-27. 

Clough, H. R. Consequential loss. The Fed- 
eration of Insurance Institutes of Great 
Britain & Ireland. Journal 7:331-42, 1904. 


Connell, H. W. Development of consequential 
loss insurance. The Insurance Institute of 
Yorkshire. Report, 1912-13, p. 137-56. 

Dominge, C. C. & Lincoln, W. O. Use and 
occupancy insurance. In their Fire Insur- 
ance inspection and underwriting; 3d_ ed., 
p. 939-50. New York, The Spectator Co., 
1923. 

Dunn, H. S. Underwriting use and occupancy. 
The convention year beck; fire, and casualty 
ed., 1923, p. 73-79. New York, The Conven- 
tion Year Books Co., 1923. 


Eckert, J. A. Use and occupancy insurance. 

The Insurance Society of New York. The 
fire insurance contract, p. 733-43.  Indian- 
apolis, The Rough Notes Co., 1922 


Ellis, W. W. Use and cccupancy—the busi- 
ness of life insurance. The convention year 
book; fire, casualty, surety ed., 1924, p. 63- 
71. New York, The Convention Year Books 
Co., 1924. 

Erion, F. L. Use and occupancy or business 
interruption insurance. LeRoy, Ohio, Ohio 
Farmers Insurance Co., 1924. 

The Eastern Underwriter. Reciprocal form— 
June 3, 1925; Lee J. Wolfe’s Accountancy 
article—April 17, 1925; Glens Falls Talk—May 
2, 1924; Automobile Insurance Co.’s article— 
July 18, 1924; Ruling by U. S. Revenue Bu- 
reau—November 21, 1924; New York Under- 
writers’ Agency pamphlet—January 16, 1925; 
Harold Junker article on A. B.C. of Use & 
Occupancy—November 23, 1923. 

Erskine, J. D. Business interruption insur- 
ance. The convention year book; fire, cas- 
ualty, surety ed., 1924, p. 395-99. New York, 
The Convention Year Books Co., 1924. 

Fargo, H. B. Use and occupancy adjustments. 
The Weekly Underwriter. Live articles on 
special hazards, no. 13, p. 144-48. New York, 
The Underwriter Printing & Publishing Co., 
1922, 

Fire, Marine, and Liability Brokers’ Associa- 
tion of the City of New York. Comments 
and suggestions on the uniform rules and 
clauses for use end occupancy insurance. 
New York, The Association, 1918. 

Gartside, W. H. Use and occupancy insur- 
ance. Association of Fire Insurance Exam- 
iners of Chicago. Lectures, p. 36-40, 47-50. 

Gentle, John. The essential features of profits 
insurance. London, Post Magmzine, 1921. 

Gibberd, F, Consequential loss. The Chartered 
Insurance Institute. Journal 25:157-74, 1922. 

Giddy, H. D. Some notes on consequential 
loss insurance. The Chartered Insurance In- 
stitute. Journal 27:213-43, 1924. 

Gray, J. H. Use and occupancy. Cincinnati, 
The Jnsurance Society of Cincinnati, 1917. 

Greer, W. J. Side lines and loss ratios. New 
York, General Adjustment Bureau, 1924. 

Hall, Thrasher. Use and occupancy, excess 
floater and betterments insurance eclaircised. 
Indianapolis, The Rough Notes Co., 1920. 

Hardy, E. R. Use and occupancy insurance; 
is the present basis fundamentally sound? 
Fire Underwriters’ Uniformity Association. 
Year Book, 1917-18, p. 29- 

Henderson, John & Matthews, J. E. Profits 
insurance. Edinburgh, William Blackwood & 
Sons, 1923 


Huebner, S. S. Use and occupancy, profits, 
and rent insurance. In his Property insur- 
ance; new ed., p. 202-16. New York, D. 
Appleton & Co., 1922. 

Insurance Company of North America. Use 
and occupancy insurance. Philadelphia, The 
Company, 1919. 

Kinney, C. C. Rent, leasehold, use and occu- 
pancy, and profit insurance. The Fire Un- 
derwriters’ Association of the Pacific. Pro- 
ceedings 1910, p. 107-13. 

Koop, W. H. Use and occupancy insurance. 
The Weekly Underwriter. Live articles on 
special hazards, no. 4, p. 177-86. New York, 
The Underwriting Printing & Publishing Co., 
1913. 

Levy, Leo. Use and occupancy, profits and 
commissions, rents and leasehold insurance. 
The Insurance Society of New York. The 
fire insurance contract, 744-55. Indian- 
apolis, The Rough Notes re 

Ling, Percy. Educational primer on use and 
occupancy insurance. Philadelphia, The In- 
surance Federation of Pennsylvania, n. d. 

McCaughern, J. C. Use and occupancy insur- 
ance. The Fire Underwriters’ Association of 
the Pacific. Lectures, v. 5,. 1918-19, p. 59-64. 

MacLeod, Norman. A few comments on profits 
insurance. The Insurance Institute of Man- 
chester. Journal, 1921-22, p. 20-41. 

Medlicott, W. B. Forms for other than direct 
fire loss, The Insurance Library Association 
of Boston. Lectures on fire insurance, p. 
297-316. Boston, The Association, 1912. 

Middleton, Elliott. Use and occupancy insur- 
ance. Fire Underwriters’ Uniformity Asso- 
ciation. Year hook, 1921-22, p. 49-59. 

Middleton, Elliott. Use and occupancy and its 
relation to present conditions. The Fire Un- 
derwriters’ Association; of the Northwest. 
Proceedings, 1919, p. 66-73. 

Moore, Frank. Insurance against loss of profits 

through fire. The Chartered Insurance In- 
stitute. Journal 16:203-17, 1913. 
Moore. L. A. Use and occupancy. The Insur- 
ance Society of New York. The fire insur- 
ance contract. p. 756-93. Indianapolis, The 
Rough Notes Co., 1922. 

Nourse, Everett. The use and occupancy prob- 
lem in’ replacement of machinery. The 
Weekly Underwriter. Live articles on spe- 
cial hazards, no. 8, p. 163-69. New York, 
The Underwriter Printing & Publishing Co., 
1917. 

Raine, T. D. The contract of .consequential 
loss insurance. The insurance Institute of 
Yorkshire. Transactions, 1920-21, p. 71-91. 

Robb, W. O. Use and occupancy insurance. 
The annual cyclopedia cof insurance in the 
United States, 1916, p. 193-95. Hartford, 
R. B. Caverly, 1916. 

Saunders, L. V. L. Consequential loss assess- 
ment; 2d ed. London, Post Magazine, n. d. 

Smith, C. H. Selling business interruption in- 
surance. Hartford, Hartford Fire Insurance 
Co.. n. d. 

Taliaferro, T. C. Use and occupancy fire in- 
surance. The convention year book; fire and 
casualty ed., 1923, p. 205-15. New York, The 
Convention Ye: ar Books Co., 1923. 

Thomas. Rex. Loss of profits insurance. Lon- 
don, C. & E. Layton, n. d. 

Townsend, G. E. Use and occupancy insur- 
ance on the Pacific Ccast. The Fire Under- 
writers’ Association cf the Pacific. Proceed- 
ings, 1916, p. 47-57. 

Jest. F. G. A treatise on use and occ upancy. 
Indiananolis, The Rough Notes Co., 1914. 

White, F. C. Use and occupancy insurance. 
New York, New York Underwriters’ Agency, 
1918. 

Withers, W. K. Use and occupancy insurance 
apnlying to manufacturing plants in the Pa- 
cific Coast field. The Fire Underwriters’ 
Association of the Pacific. Proceedings, 1919, 


Wolfe, L. J. Use and occupancy insurance; 
its relation to the accountancy profession. 
Reprinted from the April, 1925, Journal of 
Accountancy. : 

Wright, A. B. Insurance against loss of 
profits by fire. The Insurance Institute of 
Liverpool. Transactions, 1909-10, p. 103-22. 

Younger, G. W. Insurance against loss of 
profit resulting from fire. Reprinted from 
Secretary, the Journal of the Chartered In- 
stitute of Secretaries, with some additional 
matter. London, n. 





ELECTED VICE-PRESIDENT 


J. M. Daggett Promoted by Stuyvesant 
to Fill Position Left Vacant by 
Death of C. A. Garthwaite 


J. M. Daggett was last week clected 
a vice-president of the Stuyvesant by 
the board of directors, succeeding to the 
position held by the late C. A. Garth- 
waite. Mr. Daggett has been ‘n insur- 
ance about thirty years as special agent 
of the Connecticut Fire in this state, 
then at the home office, later with the 
Commonwealth, and for the last eight 
years with the office of J. S. reling- 
huysen as managing underwriter of his 
fleet. He has been a director of the 
Siuyvesant for some time 


GETS SENTINEL | FOR Nox. 


The Sentinel Fire has appointed the B. 
M. Crosthwaite Company of this city as 
its New York suburban head agency. The 
Sentinel is the running mate of the Spring- 
field Fire & Marine. 















































Carrying a Hartford message 
into worth-while homes 


The Saturday Evening Post which carries 
the Hartford Fire Insurance Company’s ad- 
vertising is seen and read by more of your 
insurance prospects than any other national 
magazine. 

They simply cannot miss the striking, awe- 
compelling illustrations and they read about 
the services of the Hartford agent. Hartford 
agents know this. They find that property 
owners are glad to get Hartford policies. 
This advertising is one of the things that 
makes a Hartford connection of ever increas- 
ing value to live local agents. 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 


-The Hartford Fire Insurance Company and th- 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 
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Middle Dept. to Open 
Pittsburgh Office 


J. H. BONNEY WILL BE MANAGER 


North British Setatel to Head Branch 
That Will Operate for Agents 
in Western Pennsylvania 





For the convenience of field men and 
local agents in the western half of Penn- 
sylvania the Underwriters’ Association 
of the Middle Department will open on 
July 1 a branch office in Pittsburgh 
under the management of J. H. Bon- 
ney, at present a special agent of the 
North British & Mercantile fleet. This 
new branch will cover all of the western 
part of the state outside of the territory 
of the Board of Fire Underwriters oi 
Allegheny County, which makes rates 
for Pittsburgh. 

Heretofore the Middle Department 
has maintained its sole headquarters in 
Philadelphia for the three states under 
its jurisdiction for rating purposes, Penn- 
sylvania, Maryland and Delaware. Local 
agents and others have sought a branch 
ofice in Pittsburgh for some time to 
remove the inconvenience of frequent 
trips across the entire state to Philadel- 
phia to examine records or to consult 
about rates. 

J. H. Bonney, the new manager, has 
been with the North British & Mercan- 
tile for fifteen years and as special agent 
now he has the territory of Maryland, 
Delaware, the District of Columbia and 
several towns in West Virginia for vari- 
ous companies in the fleet. His head- 
quarters are in Baltimore. 





Michigan Legislature Ends 
Session; No Inimical Laws 

Insurance interests gained little and 
suffered not at all at the hands of the 
Michigan legislature which took its sine 
die adjournment Saturday after having 
been continuously in session since Jan- 
uary 7. Despite the fact that consid- 
erable insurance legislation was _ pro- 
posed, a minimum of the grist of bills 
reached enactment and practically every 
one of the successful measures will 
have either a beneficial or no effect at 
all on stock insurance companies oper- 
ating here. 

Michigan agents were successful in 
obtaining the only piece of legislation 
they openly sought through the Michi- 
gan Association of Insurance Agents, a 
bill to license non-resident agents being 
rushed through at the eleventh hour. 
This measure, proposed at a meeting 
early in January of governing and con- 
ference committees of the association, 
provides that out-oftown state agents be 
permitted to write Michigan business 
provided policies are countersigned by 
resident agents. 





FIRE EXCHANGE CHANGES 


The New York Fire Insurance Exchange 
announces the following changes in the 
personnel of the standing committees: 
_C. A. Hoyt, of the Columbia, retires 
trom the arbitration committee and is suc- 
ceeded by E. C. Decker, of the Home. 

C. L. Purdin, of the Liverpool & Lon- 

don & Globe, retires from the brokerage 
committee and is succeeded by O. Ben- 
nett, of the Norwich Union. 
“A. B. Mills, of T. Y. Brown & Co., 
retires from the executive committee and 
is succeeded by F. F. Richardson, of 
Crehore & Richardson. 

J. W. Nichols, of the Queen, retires 
from the rate committee and is succeeded 
by W. J. Reynolds, of the American 
Equitable. 





ON BANKERS’ BOARD 


Ernest Sturm, chairman of the board 
of the America Fore companies, and 
Charles H. Remington, vice-president of 
the Aetna Life Insurance Company, are 
On the advisory board of the Maiden 


Lane branch of the Chase National 
Bank. 


AT 42D STREET AND BROADWAY 





_H. E. Rowlands & Co., Inc., Open Offices 


as Branch Managers for Eight 
Fire Insurance Companies 


An office representing eight fire insur- 
ance companies has been opened in the 
heart of the theatre district by H. E. 
Rowlands & Co., Inc. It is in the Knick- 
erbocker Building at 42d Street and 
Broadway where the Rowlands concern 
is handling branch office business of 
these. companies. 

Mr. Rowlands has been an insurance 
man for about fifteen years and many 
of his friends and business associates are 
brokers in the 42d Street district. At 
one time he was with W. L. Perrin & 
Sons as solicitor, then with the Lock- 
wood Brothers. 

The names of the companies follow: 
Millers’ National of Chicago, Knicker- 
bocker, American Equitable, British 
General of London, Farmers of Iowa, 
United Firemen’s of Philadelphia, Phil- 
adelphia Fire & Marine and Chicago 
Fire & Marine. 


TO MEET IN BRIARCLIFF 
The annual meeting of the Suburban 
New York Field Club will be held at 
Briarcliff Lodge, Briarcliff, N. Y., on 
Monday, June 1. 





‘Ekern and Smith at 


Odds in Wisconsin 


OVER CONSOLIDATION 


BILL 





Insurance Commissioner Charges State 
Attorney General is Linked With 
Fraternal Interests 


Without the formality of a vote of the 
senate, the big Wisconsin Consolidation 
Insurance bill has been sent to the joint 


finance committee for consideration. The 
bill was reported out for passage last 
week but a determine1 opposition de- 
veloped. and one more effort is be- 


ing made to save the measure from de- 
feat. Forces in the senate seem evenly 
divided over the bill. There is strong op- 
position to the measure because it does 
not meet with the approval of the fraternal 
insurance companies. It will probably be 
ten days before the bill again appears on 
the legislative floor. 

The sensation of the week was the ap- 
pearance of Attorney General Herman L. 
Ekern, former commissioner of insurance, 
in opposition to the measure. Ekern's ap- 
pearance spurred the ire of Commissioner 
Smith who promptly retaliated by asking 
the senate to inquire as to what insurance 
interests Mr. Ekern represented when he 
appeared before the senate. Smith added 


in his letter that it had been impossible 
for him to seek the advice of the attorney 
general because of Ekern’s connection with 
various insurance interests. 

In a statement to the senate, Ekern 
charged that the codification bill included 
much new matter. He declared that a real 
codification bill should only consolidate the 
old sections and that new matter should 
not be incorporated. He declared his open 
opposition to the bill. 

Commissioner Smith immediately sent 
a letter to the senate saying that group in- 
surance was being written in Wisconsin 
and that this bill besides consolidating the 
statutes would define group insurance. 

“While this revision was being made,” 
declares Commissioner Smith in his let- 
ter, “I am informed that Dr. Fricke sev- 
eral times solicited an interview with Mr. 
Ekern for the purpose of conferring with 
him and if possib'e, securing his coopera- 
tion and suggestions as to the work in 
hand, and that at no time was it possible 
for Mr. Ekern to give any time to this 
matter.” 





APPOINTED BINDING AGENTS 


Harry C. Youmans & Co., Ine., 110 
William Street, have been appointed 
branch binding agents of the Pennsyl- 
van Fire to report through the com- 
pany’s brokerage and service depart- 
ment at 7 William Street. 

















company. 


NEW YORK 








CHICAGO 


The “Size” of an Insurance Company 


is reckoned from a combination of factors. 
built up through sound principles of underwriting and 
investment; the extent of its agency force, indicating the 
value of the company to its agents; the premium income, 
denoting the popularity which the company enjoys; the 
latitude of its underwriting policy; the method and speed 
with which it deals with claims—all these and others must 
be considered in judging the “size” of any insurance 


The Fidelity-Phenix Fire Insurance Company is a Big 
Company in every sense of the word. A Coast to Coast 
canvass of its agents would testify to that fact. 


FIUDELITY=- PHIENIX 
FIRE INSURANCE CO: 


8O MAIDEN LANE, NEW YORK.NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


ERNEST STURM, Chairman of the Board 


MONTREAL 


PAUL L. HAID, President 


The surplus, 


SAN FRANCISCO 
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Painting. Automobile Bodies 


and Fire Hazards of Process 
By Harry B. Fox 


Western Factory Insurance Association 


From the “Industrial lire Chief” of the 
loamite-Childs Corporation (Copyrighted. ) 





The demand for high speed production 
and reduction in manufacturing costs, 
particularly in automobile body plants 
and in the allied automobile industries, 
has recently introduced methods of finish- 
ing and drying that seem at first to in- 
crease the fire hazards, but may prove to 
be a great betterment. 

The painting and finishing methods now 
largely employed involve dipping, flocoing 
and handbrush work. At their best they 
are a severe hazard because of the in- 
ability to maintain good housekeeping con- 
ditions, especially in connection with flo- 
coing where leaky catch troughs, hose 
connections and careless operations permit 
paint and varnish to overrun floors, equip 
ment, etc. The dip processes will always 
constitute a severe hazard no matter what 
arrangements are made to protect them. 
Poor housekeeping is frequently found 
in departments where hand finishing is 
done. Such conditions often cause bad 
fires and heavy losses. 

Serious fires occur only when environ- 
ments are such that they furnish fuel for 
fire to increase its intensity, and we usually 
find just that condition in finishing and 
painting departments. No large fire is pos- 
sible in a building of incombustible con- 
struction having incombustible contents, 
for small fires will die out in their incip- 
iency because of the lack of combustible 
materials to feed upon. 

Varnish finishing calls for a slow process 
of drying in order to complete oxidation 
of the drying oils. The higher grade auto- 
mobile bodies receive from ten to twenty 
coats of varnish and take from eighteen 
to twenty-four hours for each coat to 
thoroughly dry. This means two or three 
weeks before a body is finally finishe1 
and ready to be mounted. What is true 
of body drying would also apply to other 
high-grade materials having varnished 
surfaces, but probably not requiring as 
much time as body drying. 

It has been estimated that in order to 
turn out, fifty complete body jobs of the 
higher grade per day it is necessary to 
maintain a production schedule of about 
five hundred bodies going through the 
wood, assembling and primary finishing 
departments. On the cheaper bodies the 
processes are greatly simplified and cur 
tailed. However, an analysis will show 
that more or less congestion must result 
in all finishing departments where the 
product has to be treated slowly, and for 
this reason such departments require large 
floor areas for storage and drying purposes. 


Speeding Up Automobile Finishing 


Within the past two years there have 
been developed and are now being used 
to a considerable extent, new firishing 
materials which may utimately replace 
paint and varnish materials to a great ex 
tent in the automobile industry and alse 
in furniture and other industries where 


highly finished products are — turned 
out. These new materials produce 
a tough, durable finish, maintain 


their luster, and do not seem to be affected 
by the elements or to be liable to check- 
ing, peeling, etc. Furthermore, they permit 
refinishing in damaged or faulty spots 
without necessitating a complete new coat, 
the newly applied material blending with 
the old coat in a perfect manner. 

These compounds differ from varnishes 
and other old and well-known _ finishing 
compounds in that, instead of a resinous 
base, they have as a base pyroxylin dis 
solved or held in solution by means of 
various composition solvents, all more or 
less volatile and inflammable, to which is 
added the desired pigment or coloring mat- 


ter. The presence of these finishing com- 
pounds is frequently indicated by their 
odor, resembling amyl acetate (banana oil) 
but in reality embracing in part, or in all, 
such substances as ethyl acetate, butyl 
alcohol, toluene, acetone, amyl acetate, 
high test benzine, benzol, etc. Many of 
these solvents have peculiar and charac- 
teristic odors, some more pronounced than 
others. The physical characteristics of 
some of these compounds show that the 
liquid before thinning with a solvent has 
a flash-point around 40 degrees Fahr. The 
solvents themselves have a_ flash-point 
around 50 degrees Fahr. and the ready- 
to-use finishing mixture a flash-point 
around 45 degrees Fahr. This indicates 
that we have the usual vapor hazards to 
protect against that would exist in any 
process involving the use of gasoline, 
naphtha, benzine, or benzol. 


Is the Fire Hazard Increased? 


The mere mention of finishing materials 
having a pyroxylin base would suggest 
the thought that its use would be extreme- 
ly dangerous and should not be tolerated. 
It appears, however, from knowledge 
gained by observation covering a_ period 
of 18 months or more that the use of these 
new materials to at least the same extent 
as varnish or paints has brought about 
less hazardous conditions than existed 
under the previous use of varnish, etc. 
This may seem a radical deduction, but 
the following facts seem to justify such 
conclusions. 


These compounds cannot be applied by 
dipping, flocoing or brushing, but must 
he applied by atomizing or “spraying.” 
Thus the hazards of dipping, flocoing and 
brushing are eliminated. 


Much of the material discharged by the 
atomizer or spray gun is not deposited on 
the surface of the product being finished, 
and this material goes into the atmosphere, 
requiring special ventilation to prevent its 
spreading to workrooms and forming 
dangerous coatings on ceilings, floors, 
walls, etc. With proper ventilation the 
interior of spray booths will have only a 
very small amount of dust accumulation 
after a full day’s operation on from one 
hundred to one hundred and fifty body 
jobs. Because of the rapid evaporation of 
the solvents used in these compounds, no 
large quantities can be exposed to the 
atmosphere. They must be kept in tightly 
covered receptacles. Some manufacturers 
use gravity feed for the spray gun while 
others use pressure feed. It apppars that 
the latter method is the safer. 

Great increase in production is possible 
where this new method of finishing is 
used. Products finished in this manner 
thoroughly dry (not oxidize) in a short 
time and under moderate drying tempera- 
tures. Where forced methods of tunnel 
drying are employed, the time is much 
shortened, an applied coat being completed 
and dry in from two to three hours. These 
are the possibilities that appeal to the 
manufacturer who is trying to increase 
production and reduce the costs represented 
by time, labor and materials. 

When ignited, the dust precipitated from 
the spray gun or’ atomizer which collects 
in the exhaust pipes, on walls, floors aad 
ceilings of spray booths, flashes like any 
highly inflammable dust and when sub- 
jected in mass to temperature above nor- 
mal (for example, allowed to remain on 
steam pipes, incandescent lights, or in con- 
tact with other heated bodies) may de- 
compose, giving off volumes of dense 
smoke probably explosive upon ignition. 
Room atmosphere laden with such dust 
may possibly produce flashes or explo- 
sions, and for that reason the processes 
should be carried on in large rooms hav 
ing ample ventilation. In no case should 
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the spraying be done in small walled-off 
areas where slight or primary dust ex- 
plosions might cause greater explosions 
in the dust-laden environment. Such con- 
ditions might result from lack of ventila- 
tion or cleanliness and poor housekeeping. 


Extinguished by Water and Firefoam 


Water quickly extinguishes such dust 
fires, which give off an odor like burning 
motion picture film. Experiments show 
that when a pile of dust is ignited it de- 
composes or burns slowly, the uncon- 
sumed gases diffusing through the at- 
mosphere, On the other hand, if placed 
in a receptacle, ignited and covered tight- 
ly, it will generate enough pressure to 
blow off the cover or rupture the con- 
tainer. How quickly these gases generate 
will be shown if the cover is lightly lifted 


to permit them to escape; when ignited 
they will burn with force similar to an 
acetylene blow-torch. This demonstrates 
that ample ventilation is a prime require- 
ment where this finish is used. 


The use of any open flame or spark 
producing device of any nature in the 
vicinity of spraying operations must be 
absolutely prohibited. If it is necessary 
for mechanics using torches, soldering pots, 
electric welders, or other devices, to 
operate in the vicinity, the spraying opera- 
tions should cease for that period. 

Waste sweepings from booths and pipes 
should at once be placed in metal recep- 
tacles partly filled with water. 

As mentioned, good housekeeping with 
proper ventilation is essential, and where 
it is maintained no serious results are like- 
ly to be experienced. 
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Automobile Insurance 
As Seen From the West 


EXPERT REVIEWS SITUATION 





Views of Royal A. Buckman, Manager 
of Automobile Department, Royal 
Insurance Co., Chicago 





Royal A. Buckman, manager of the 
automobile department of the Royal Insur- 
ance Co.'s Western department, Chicago, 
was asked by THE EASTERN UNDERWRITER 
for his views relate to automobile insur- 
ance in the West, and he made for this 
page the following survey of the situation: 

Krom the latest data at hand, ie, the 
compilation of the 1923 experience the 
agents in the West representing companies 
that belonged to the Western Automobile 
Underwriters Conference wrote 32.49 of 
the premiums reported to the National 
Conference with a loss ratio of 44.2. 

Available statistics indicate that 48.12 
of the total number of registered cars 
are located in this territory. Of our total 
registration 52.18 were Ford cars. In 
other words, over one-half of the cars 
were of that make. 

While it is true that in point: of num- 
bers a very large percentage of all regis- 
tered cars are in this section, it is also 
true that the percent of the higher priced 
cars are located in the East, as the follow- 
ing table will indicate: 


In the East In the West 


MEARNS. b-csghsid svaredors 42.27 33.58 
Mango ...cesee0s 40.75 37.23 
PAGHATE 6b oi css. 0e 49.13 30.64 
MOBYIESS kocsis ices 50.49 32.58 
Pierce Arrow ..... 61.14 Sault 


Registration by States 

The 1924 United States Registration in- 
dicated 17,726,507 cars of which 8,117,306 
or 45.7 were located in the eighteen states 
in the territory of the Western Confer- 
ence. An-exhibit by State registration and 
also by. car per person is shown below 
for the year 1924: 


MONWMHOO! siaivssoetwcdnean 213,247 4.69 
NOMI! acc adscvawengeeee 1,123,724 6.11 
MIE” covwnsctcedkewedes 650,219 4.64 
I  cechicuae@enneraes 620,906 3.99 
NNN Kccindsoceicoanete 410,891 4.40 
BONCUCUEY: .ccicvcccnacers 231,784 10.71 
MAN occ ccscgesiewees 868,587 4.68 
MUIGONCA oo ccsssecececss 502,987 5.40 
ey ECC CC EEC CE Ce 544,635 6.34 
eS ee 308,713 4.35 
New Mexico ............ 41,750 8.94 
North Dakota .......... 117,061 5,81 
BU seuicccage cade veveeks 1,224,000 5.01 
te 342,982 6.43 
South Dakota .......... 142,280 4.64 
Ee 204,680 11.79 
IEE: acSncekecaeses 525,221 5.28 
eee 43,639 4.95 


A further element in explanation of the 
fact that although the West has more 
cars registered than the East is that 
whereas the total premiums written in the 
West are less than the total premiums in 
the East, it must be remembered that 1 
the majority of our states our population 
is less than in the states to the east of us, 
and the very much larger number of towns 
brings about the result that there is prac- 
tically twice as much collision insurance 
written in the East as in this section. The 
West produces only 22.98 of the collision 
_. whereas the East produces 

The Rural Districts 


The people in the rural districts are 
not ready purchasers of collision insur- 
ance for reasons that are at once apparent 
and thereby our total showing as_ to 
premiums lacks the support of the enor- 
mous volume of collision premiums written 
in other sections. Among the major 
feasons working against a more rapid 
growth in our total premium volume are 
first that approximately 85 to 90% of all 
the new cars sold are on what is known 
a the Finance Plan, and cars so sold 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company (New Jersey) 
Baltica Insurance Co., Ltd. 
New England Fire Insurance Co. (Massachusetts) 


18 WASHINGTON PLACE, NEWARK, N. J. 


(Denmark) 


Thomas B. Donaldson 








are insured by the finance company, the 
purchaser being obliged to pay the insur- 
ance premium, but not having much else 
to say about the transaction. 

As a matter of fact, the purchaser of 
fhe finance car rather resents his lack of 
direct representation in the insurance part 
of the deal, and when at the expiration 
of the time that the car becomes his prop- 
erty by payment of the deferred purchase 
many times he is in the frame of mind 
that for the second year of the car elim- 
inates it as an insurance prospect. This 
is not theoretical, but has been proven to 
be the case time and time again. 

There has been an extended effort on 
behal of many companies and many local 
agents to solicit the second year’s insur- 
ance by having obtained from the finance 
company lists of their purchasers, but in 
the main it has been found very difficult, 
indeed, to interest the purchaser of a 
finance car for insurance the second year 
of his possession of the car. He some- 
times can be induced to carry the casualty 
coverages of collision and property damage 
and public lianility, but strange to state 
he is not a fertile field for fire and theft 
insurance the second year. 

Another Factor 

With the beginning of the third year, 
however, he can be brought back into the 
fold insurance wise, but the car is older 
and the premium involved is much smaller. 
If we could find some way of overcoming 
this situation the premiums in the West 
would show a very large increase. 

A further factor in the case is that the 
farmer is not as yet a ready purchaser 
of automobile insurance. His idea is that 
his car being garaged on the farm and not 
subject to the hazard of the car garaged 
in the large garage like his city brother, 
makes his mind at ease as regards the fire 
hazard and the further fact that the car 
thief is mainly the product of our city 
civilization sets his mind at rest in a 
large measure as to this hazard. 

The recent series of tornadoes in the 
Central West have, however, given the 
farmer something to think about and as 
he is not able to purchase tornado cover- 
age without at least a basic coverage of 
fire, that is, as far as an automobile form 
of policy is concerned, it is my belief that 
on account of the growing realization on 
the part of the farmer that he must be 
protected against the tornado hazard, 
that the field for both fire and tornado 
policies is broadening out at this time due 
to the bringing home to the farmer the 


absolute necessity of protection against 
tornado. 


Non-Stock Company Competition 

Still another factor in the West is the 
present large numbers of Local, Mutual 
and Reciprocal Companies. These com- 
panies are more numerous in our section 
than in any other part of our country. 
Last year in the West this type of insur- 
ance company garnered to themselves 
something between eighteen and nineteen 
million dollars in revenue, and a still 
further bearing on the sales resistance to 
automobile insurance here about is the 
agent’s dissatisfaction with our method of 
displaying the cost of insurance or as the 
agent terms it so frequently the “complica- 
tion of our rate schedules.” 

It is human nature to be afraid of 
something we do not understand, and 
while those of us who handle rate prob- 
lems frequently have again prov the 
old saying that “familiarity breeds con- 


tempt,” it is beyond question that there is 
a certain amount of justice in the agent’s 
contention that some of our rate exhibits 
would necessitate more study to mentally 
clarify than the. agent seems willing to 
give to the subject. 

On the other hand, among the factors 
entering into an optimistic viewpoint as to 
the further growth of the volume of auto- 
mobile premiums in this territory is that 
the companies combat the agent’s conten- 
tion as to the complicated rate book by 
putting out simplified rate schedules that 
seem to have been accorded a very hearty 
reception, 

The Actual Value Policy 


This taken together with the further fact 
of the Actual Value Policy now being 
in common use does away with many of 
the queries we formerly received and the 
hesitancy on the part of the agent in the 
attempt to quote a rate on a car with the 
fear in his heart that some other agent 
might be able to quote a different and 
a lower rate on account of a lack of 
understanding of the schedule on his part. 
The Actual Value premium manuals leave 
little ground for differences among agents. 
This I believe is one of the most common 
factors today tending to promote the 
growth of our business in Rural Sections. 

We must also remember that the farmer 
is being educated gradually, as the good 
roads bring the farmer into the town and 
create the necessity for theft, collision, 
property damage and liability coverages 
that he does not deem necessary unless 
being brought into contact with the more 
thickly settled communities. 

It would be hard to prophesy what the 
ultimate total registration of cars in our 
country will be, although a recent auto- 
mobile authority suggests that it may be 
forty-four million cars based on the fact 
tha California now has one car to every 


ia 


two and a half person of population and 
that as California is not financially 
stronger than the balance of our United 
States, there is no reason to apprehend 
but that time will bring about a like ratio 
of car ownership in the balance of the 


States. 
The Agent 

We must also remember that even 
though the financed car does not offer to 
the average agent a prospect for fire and 
theft coverage, that the prospect is how- 
ever there for both liability and property 
damage as well as collision insurance as 
rarely do the Finance Companies extend 
their coverage on behalf of the purchaser 
for more than fire and theft. 

The live local agent today should keep 
in close touch with his local automobile 
dealer as many a prospect is gained from 
this source. Some of the agents are carry- 
ing on a publicity campaign by the free 
distribution of automobile license blank 
applications, offering to assist in the secur- 
ing of the State license, etc. 

So far as I can judge about 75% of 
the registered cars are in our cities, and 
generally speaking the company’s distribu- 
tion of premiums is about on a parallel 
with this figure. We wish that the dis- 
tribution were reversed, as our theft ex- 
perience in the country districts is far 
superior to that of the experience shown 
in the cities. 

The automobile business had its incep- 
tion in 1886 when Gotlieb Dainler, who 
developed a gasoline engine applied it to a 
vehicle. This was the forerunner of the 
automobile that was created in the year 
1893 by Mr. Haynes, but it was not until 
1902 that the first automobile policy was 
said to have been issued, so in reality 
the automobile was first manufactured 
and also first insured in the West, and with 
the total volume of automobile premiums 
of two-hundred ninety million dollars in 
1924, with a registration of practically 
eighteen million cars, one is staggered by 
the prospect and magnitude and opportuni- 
ties presented in looking forward to that 
time when as predicted by a nationally 
known automobile authority that we shall 
have a registration of forty-four million 
cars in this country. 





EXAMINERS NOMINATE 


M. M. Guillan, of the America Fore 
Group, has been nominated for president 
of the Examining Underwriters Associa- 
tion of New York. Other nominations 
are: vice-president, C. P. Maury, Home; 
secretary, A. H. Himes, Royal; treasurer, 
George A Bell, American. The annual 
meeting will be held next month. 





1871 


$1,000,000 Capital 





Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 
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European Views on 
.York-Antwerp Rules 


COMMENT IS DIVIDED THERE 


England, Dvn, Dione, Holland and 
Italy Express Some Approval; 
Germany Objects 


The new York-Antwerp. Rules, as 
drafted on last year’s conference of the 
International Law Association at Stock- 
holm, have been approved by marine 
underwriters in the following countries: 

In the United Kingdom, by Lloyd’s 
and the Institute of London Under- 
writers; 

In Denmark, by the Forening af 
danske Soassurandorer and the four old 
Danish Marine Insurance Companies; 

In France, by the Comité des As- 
sureurs Maritimes de ‘Paris and the 
Union des Syndicats de Compagnies 
d’Assurances contre les risques de 
Transports de toute nature; 

In Holland, by the Underwriters’ As- 
sociation of Rotterdam; 

In Italy, by the Comitato delle Com- 
pagnie d’Assicurazioni Marittime at 
Genoa, whose Board of Directors rec- 
ommends to the underwriters associated 
with that Committee to recognise the 
new York-Antwerp Rules’ wherever 
they may appear in charter-parties or 
bills of lading. 

The new Rules have been critically 
commented on: 

In Germany, by the Hamburg Marine 
Underwriters’ Association. This union 
as well as the Association of German 
Average Adjusters, have raised a num- 
ber of objections to the new York- 
Antwerp Rules. 

In Holland, the Underwriters’ Asso- 
ciation of Amsterdam has likewise raised 
a number of objections to the new York- 
Antwerp Rules. 

The underwriting interests united in 
the International Union of Marine In- 
surance have not yet reached a decision, 
as several members of the General Av- 
erage Committee have expressed doubts 
as to the advisability of an unqualified 
acceptance of the Rules in their new 
form. 

In the following we reproduce some 
of the comments made on the York- 
Antwerp Rules, 1924: 


The Amsterdam Underwriters’ Associa- 
tion 

(1) The seven Rules, A-G, contain 
general principles of the law of general 
average. 

Some ot these, viz., Rule A, differ 
considerably from the principles exist- 
ing in the national law of many coun- 
tries. Consequently, in many cases the 
General Average Adjuster will be in 
doubt as to which part of the national 
law is still in force and which part must 
be considered as having been abrogated 
by the parties. This uncertainy is for 
the greater part due to the fact that 
general principles have been laid down 
without their effect and their applica- 
tion having been regulated. Either a 
complete set of rules governing the Law 
of General Average—a code—should 
have been made, or the new rules should 
have been confined to regulating special 
cases, as is done by the York-Antwerp 
Rules, 1890. 

Moreover, the existing Rule XVIII 
has been repealed which has rendered 
the relation between the York-Antwerp 
Rules and national legislation still more 
uncertain. 

(2) Rule A does not speak of mea- 
sures taken in distress; “impending” or 
“imminent” peril are no longer required. 

The words “in time of peril” and “the 
property imperilled in a common mari- 
time adventure” contained in the orig- 


MARINE & AUTOMOBILE DEPARTMENT 








inal Draft have inopportunely been re- 
plaged by “preserving from peril the 
property involved in a common maritime 
adventure.” 

The expressions of the new draft are 
too vague and might lead to the wrong 
conclusion, that measures taken in or- 
der to prevent a possible future danger 
constitute a general average act. 

In the presence of those expressions 
the words “for the common. safety” 
which were added by the Stockholm 
Conference, are not sufficient to prevent 
the aforesaid wrong conclusion. 





OPEN PACIFIC COAST DEP’T 





Appleton & Cox To Establish Own 
Office In San Francisco; Servaes 
Named Manager 
Opening of their own Pacific Coast 
department in the near future is an- 
nounced by Appleton & Cox, Inc., prom- 
inent New York marine underwriting 
firm, whose companies have been repre- 
sented on the Pacific Coast through the 
Edward Brown & Sons general agency 
since 1918. The contract between Ap- 
pleton & Cox and the Browns expires 
July 22, on which date the latter will 
turn the management of the companies 
to J. R. F. Servaes, former manager of 
the Edward Brown & Sons marine de- 
partment, who has been appointed man- 
ager for Appleton & Cox. Mr. Servaes 
states that the Appleton & Cox offices 
will be established at San Francisco and 
will announce the location of the offices 

at a later date. 

Edward Brown & Sons will continue 
active factors in the Pacific Coast ma- 
rine underwriting field despite the re- 
linquishing of the Appleton & Cox com- 
panies. Marine insurance will be writ- 
ten in the Globe & Rutgers and other 
companies represented by the Browns. 
Negotiations are under way for the rep- 
resentation of additional marine insur- 
ance companies by Edward Brown & 
Sons and an announcement relative to 
the future representation and personnel 
of the marine department will be forth- 
coming shortly. 

Appleton & Cox will represent the fol- 
lowing companies when they officially 
open their Pacific Coast department in 
July: Agricultural, Fire Association, 
London & Scottish, Milwaukee Me- 
chanics, North River, Tokio, Royal Ex- 
change and the United States Fire. 


HENDON CHUBB RENOMINATED 
Hendon Chubb, head of the Chubb & 


Son, marine insurance agents, has been 
renominated head of the insurance com- 
mittee of the Chamber of Commerce of 
the State of New York. 
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Compulsory Insurance 
In Western Australia 


ALL LABOR MUST BE COVERED 





Agreement Between Carriers and Gov- 
ernment Claimed First of Its 
Kind in World 





The new Labor Government in Western 
Australia has brought in a new compul- 
sory insurance law with certain very novel 
conditions. It became operative at the 
commencement of March. 

Under the new Workers’ Compensation 
Act, the compulsory insurance of all labor, 
including domestic help, is enforced. As 
a result of a conference between the gen- 
eral managers of the insurance companies 
operating in Western Australia and the 
Government, an agreement was drawn up 
by which the charges will not be increased 
over 25%. It has been agreed that policies 
shall be issued covering all obligations 
under the new Act, with the exception of 
four classes of miners’ diseases, viz.: pneu- 
moconiosis, miners’ phthisis, ankylostomia- 
sis and mystigmus. The insurance compa- 
nies held that they had not sufficient data 
or information on which to base a rate to 
cover these risks. A proclamation bring- 
ing them into law is to be postponed, but 
all other industrial diseases, as well as the 
increased payments for accidents, are 
operative forthwith. 

The companies have undertaken to sup- 
ply to the Government statistician annual 
classified statistics showing the ratio of 
profits and losses to premiums appertain- 
ing to such classification. This will permit 
the government statistician to know ex- 
actly how the new rates have operated 
under each heading, and if, after consulta- 
tion between the companies and the Gov- 
ernment. statistician, a revision of rates, 
either by increase or decrease, is considered 
necessary and the Government statistician 
agrees with the companies, that decision 
shall prevail. 

The Government will only approve of 
companies operating under this Act which 
have complied with the Insurance Com- 
panies Act, and which subscribe to the 
agreement arranged with the Under- 
writers’ Association. This agreement in 
itself is unique in Australia. The Govern- 
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United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
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Admitted Assets, $1,343,699.05 
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ment statistician and the auditor-general 
are to decide the rates, instead of the com- 
panies. 

The Minister considers the agreement, 
which is claimed to be the first of its kind 
in the world, should operate to the inter- 
ests of all parties. A proposal was made 
that in consideration of this agreement, 
the Government should undertake not to 
enter into competition with them in their 
business for a period of three years, but 
this the Government declined to do, and the 
companies did not press the point. 





A FINE EDITION 


“Underwriters Report” of San Francisco 
Issues Illuminating and Valuable 
+ hil N LK 





“The Underwriters’ Report” of San 
lrancisco got out a corking good auto- 
mobile number on April 30th. One of the 
best stories in it was entitled, “Why Not 
Simplify The Embezzlement Clause?”, 
which at present is regarded as confusing 
by Pacific Coast justice. Another very 
interesting story in the number was that 
of the National Automobile Club of Cali- 
fornia. Among the writers in the number 
are: William M. Klinger who discusses 
pioneering automobile insurance: T. U. 
Lyman of the Aetna Life; M. B. Water- 
bury of the Standard Accident; Cecil D. 
Cole of the National Union; C. RP. Warren 
of the Commercial Credit Company; Ralph 
P. Freese of Edward Brosn & Sons; W. 
E. Schoppe of the National Automobile 
Club; Harry Benner; and Kenneth M. 
Brown of the Fireman’s Fund. 





HAS 10,500 SQUARE FEET 

The American Manufacturers’ Foreign 
Credit Underwriters, Inc., has moved 
to its new office at 381 Fourth Avenue. 
It will occupy the entire 14th floor 
of the new Fourth Avenue Build- 
ing, located at the corner of 27th 
Street and Fourth Avenue. The new 
office is nicely furnished, conveniently 
arranged and well lighted, containing 
10,500 square feet of floor space. It is 
just double the space we now occupy 
and provides ample room for the con- 
templated improvements in our service. 
This is the fifth time the New Ycerk 
office of the Exchange has moved in 
the past four years and in each case the 
move was made to provide larger quar- 
ters necessary in order to give prompt 
attention to members’ requirements. 





COMPULSORY BILL SIGNED 


The Governor of Massachusetts has 
signed a bill calling for compulsory auto- 
mobile insurance for personal liability. As 
an alternative the measure provides for 
a “motor vehicle liability bond” or the de- 
posit with the division of $5,000 in cash 
or securities. The act will apply to the 
registration of ‘motor vehicles or trailers 
until 1927, and if it goes to referendum 
and is approved it will not apply until 
1928. 





NEW DRUNKEN DRIVER LAW 


Massachusetts now has a “drunken 
driver” law which provides compulsory 
jail sentences for persons convicted of 
a second offense—not for first offenders 
as provided in the New Jersey law. 
second offense means, as defined in the 
law, one occurring within six years 0 
the first conviction. 
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“World” Publicity For 
Sinnott & Canty Agency 


CLOSE TO THE ADMINISTRATION 





Many Important Contractors Give Busi- 
ness To Firm Headed By Enter- 
prising Young Man 





The New York “World,” which is 
fighting Mayor Hylan, has discovered 
that Sinnott & Canty, brokers of 80 
Maiden Lane, are getting a lot of bond- 
ing business by reason of the close re- 
lationship of the Sinnott family to 
Mayor Hylan. James Paul Sinnott, 
president of Sinnott & Canty, is twenty- 
six years old, and the New York 
“World” prints a four-column story to 
the effect that Sinnott & Canty are fa- 
vored by many great corporations which 
have contracts with the City of New 
York. 

James Paul Sinnot is the son of Wa- 
ter Supply Commissioner James P. Sin- 
nott, democratic leader of the 22nd As- 
sembly District. He is a brother of 
John F. Sinnott, Mayor Hylan’s secre- 
tary and. son-in-law. Still another 
brother is Francis J. Sinnott, who is 
secretary of the Board of Transporta- 
tion, and third, C. J. Sinnott, assistant 
traffic manager of the Yellow Taxi Cor- 
portation, said to be favored by the po- 
lice department. 

Comptroller Craig’s Investigation 

As readers of the daily papers know, 
there is a feud on between Mayor Hy- 
lan and Comptroller Craig who has the 
power to hold up expenditures by the 
city, including salaries. For a fortnight 
Deputy Comptroller Charles F. Kerri- 
gan has been devoting himself almost 
entirely to an investigation of the rela- 
tions between insurance and New York 
City contractors, with particular inquiry 
into bonding contracts. 

Young Sinnott was graduated from 
New York University in 1919, and took 
further degrees in 1920, receiving the 
degree of bachelor of science from the 
New York University School of Com- 
merce. After leaving college he went to 
work for the Travelers, being attached 
to the company’s 23rd Street office 
where he specialized in life and accident. 
When twenty-two years old he formed 
a connection with Thomas H. Canty 
who had been in the insurance busi- 
ness in Norwalk, Conn. The corpora- 
tion of Sinnott & Canty was formed, 
Frank J. Coyle, 55 Liberty Street, 
handling the articles of incorporation. 

Impressive List of Clients 

One of the first big lines handled 
was the bonding of the emergency buses 
of Mayor Hylan. Among other clients 
the “World” prints the names of George 
A. Fuller Company, one of the biggest 
construction firms in the country; the 
Turner Construction Company; the 
Cauldwell-Wingate Company, and many 


others of importance. The “World” 
says that a great deal of the school 
construction contract bonds are given 


to Sinnott & Canty. 

The “World” reporter found out all 
he could from Comptroller  Craig’s 
office, then visited the leading contrac- 
tors of the city to find out where they 
place their bonds and then saw some 
of the rival insurance brokers. 

The 


reporter’s inquiry among the 
rival brokers very much amused the 
people on the Street who read the 
story. The “World” man began by fol- 


lowing a tip that Sinnott & Canty had 
made a million dollars since they went 
into business. Following this lead, an- 
other insurance broker was seen who 
estimated that they had made $300,000 
in 1924. A third broker visited said, 
“$300,000 is a lot of money—I guess it’s 
too much. My guess is that they wrote 





three-quarters of all the school contract 
bonds and half of all the other big city 
business.” 

About this time the “World” reporter 
thought he should see Mr. Sinnott and 
Mr. Canty and he was very much sur- 
prised to learn that their offices were 
modest and not in keeping with people 
making $300,000 a year. They both de- 
nied these stories, saying that if they 
made $30,000 a year net they were 
lucky. One paragraph of the story at 
this point follows: 

“They spoke with every appearance 
of frankness. They pointed to their 
offices, which are, in fact, unpretentious, 
as another indication that their business 
was by no means so large as the other 
brokers think. They said they had been 
offered front offices but had turned 
down the proposal. When asked the 
number of city contracts for which they 
had written the bonds, however, they 
asked to be excused. That was some- 
thing that their competitors would like 
to know. They talked about school 
bonds. They thought that some 3,700 
school contracts had been given out— 
this estimate, although it obviously in- 
cluded supplies as well as building con- 
tracts, appears to be too large—and 
doubted whether they had bonded more 
than thirty-seven of them.” 


The Sinnott & Canty Organization 


Sinnott & Canty handle all lines of in- 
surance, including a small amount of life. 
In their organization the head of the fire 
department is O. Strasenreiter, formerly 
with the Sun Insurance office and later 
with Fred S. James & Co. The casualty 
department head is Earl Tee, formerly as- 
sistant underwriter, Travelers. ‘he bond 
underwriter is C. K. Wiggins, formerly as- 
sistant underwriter in the contract bond 
department of the Fidelity & Deposit. ‘I. 
H. Canty started in the insurance business 
in 1910 with the firm of T. H. Canty & 
Co., real estate and insurance, South Nor- 
walk, Conn. 

Of the firm’s business 75% is casualty. 
They are special agents of the Union. 
Indemnity and the National Surety for 
bonds, and brokers for other companies in 
all casualty lines. 





W. F. CASEY APPOINTED 





Becomes Manager of Accident and 
Health Department in New York 
Office of Independence Indemnity 


William F. Casey, of the liability, auto- 
mobile and accident and health department 
of the Kenny Agency and formerly super- 
visor of the accident and health department 
for the New York Indemnity, has been 
appointed manager of the New York office 
accident and health department of the In- 
dependence Indemnity. 

Mr. Casey started in the insurance busi- 
ness with the E. E. Clapp & Co., Agency, 
agents in New York of the Fidelity and 
Casualty, in 1912, subsequently becoming 
underwriter and assistant manager in the 
New York office of the Maryland Casualty 
in the accident and health department. In 
April 1923 he was made supervisor of 
accident and health for the New York 
Indemnity, joining the Kenny Agency a 
year later when this department was trans- 
ferred to the Kenny Agency. 
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Physicians Duped in 
Fake Paralysis Case 


INVOLVED $40,000 LAW SUIT 


Thomas N. Bartlet, Maryland Casualty, 
Tells of Sham and Discusses 
Ability of Doctors 





How a railroad investigator duped some 
doctors into testifying that he was para- 
lyzed in a fake suit brought by him against 
the railroad for which he worked amount- 
ing to $40,000 is a story told by Thomas 
N. Bartlet, manager, workmen’s compen- 
sation department of the Maryland Cas- 
ualty in the company’s agency bulletin in 
which he analyzes the ability of the phy- 
sicians involved in the case. 

He says: “In order to produce the re- 
sult he was working for, the investigator 
faked a personal injury by intentionally 
falling from a freight car in such a way 
as not seriously to hurt himself. Accord- 
ing to his statement, he bit a hole in his 
lip and caused a bloody froth in his mouth. 
He was taken to a hospital. 


Start $40,000 Suit 

“A ‘runner’ for the attorney, whom the 
investigator desired to expose, came to the 
hospital to solicit the case. The investi- 
gator told the runner he was faking, but 
the attorney by whom the runner was 
engaged, came to see the supposedly in- 
jured investigator. It was then that the at- 
torney was told that it was a ‘frame-up’ 
against the railroad; the alleged injured 
said he had not been hurt. 
then wanted to know if he could 
physicians and fake injuries. The jin- 
vestigator -said he could. ‘The attorney 
then made the statement, ‘all right we'll go 
through with it.’ Then a $40,000 suit was 
instituted. 

“During the course of the trial four 
competent, learned and prominent physi- 
cians testified that from their examinations 
this man was paralyzed; the surgeon for 
the railroad, however, detected him as a 
malingerer and feigner and so stated. The 
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alleged injured investigator was on the 
witness stand testifying on his own be- 
half, in an effort to secure $40,000 dam- 
ages, when he threw away his crutches, 
walked across the court room and then 
told his story of deception and the motive. 

“The judge before whom the case was 
tried, according to the newspaper account, 
asked this question: Must it be that the 
courts must sit back, helpless to prevent 
bald frauds, because physicians cannot de- 
tect whether or not a man is paralyzed? 
This is a most serious matter involving all 
claims for personal injury.” 


Discusses Doctor's Ability 


Continuing he states: “I do not mean to 
infer that the surgeons who were fooled 
in the case at bar were either mediocre, 
incompetent, or inexperienced in diagnos- 
ing and treating traumatic injuries or de- 
tecting malingerers or frauds. As a 
matter of fact they were all reputed to be 
competent surgeons and beyond reproach 
so far as honesty, fairness and integrity 
are concerned. But an analysis of the 
qualifications of the four surgeons who 
were fooled, based on their own reasons 
assigned for being fooled, I think justifies 
this conclusion: One was experienced; 
one inexperienced; one was either lax, 
careless or inexperienced; and the last one, 
whether experienced or inexperienced, ad- 
mitted that he was careless, did not apply 
the proper tests and depended too much 
on the reports submitted by other phy- 
sicians. 

“The one who was experienced and who 
said he was convinced the alleged injured 
was paralyzed had very little to say ex- 
cept that he handled seventy-five cases for 
the same attorney who was representing 
the ‘faker’ in this case. I have given this 
surgeon the benefit of the doubt in classi- 
fying him as experienced, simply on his 
statement that he had handled or testified 
in seventy-five other cases for the same 
attorney. 


Was Inexperienced 


“The third, a noted surgeon on the staft 
of one of the prominent hospitals, before 
the investigator sprung his surprise, in- 
sisted to the railroad’s lawyers that it was 
impossible for this plaintiff to hoax him. 
He knew that the injured party was para- 
lyzed, his diagnosis being based on ab- 
sence of reflexes and all cther matters; 
the patient failed to respond in the least 
when pins were thrust into his members. 
The doctor stated he was sorry to have 
gotten into a case with so many crooks 
and refused to name whom he meant by 
the remark. Perhaps this surgeon may be 
placed in the class with the inexperienced, 
particularly in view of the fact that he 
has made the statement of being mixed up 
with crooks. 


“The fourth, a noted alienst, stated he 
thought the man was doped or a subject 
of hypnosis. But this surgeon admitted 
that he was careless; did not use as many 
tests as he should have, and relied too 
much on reports submitted by other doc- 
tors; an awful and most humiliating ad- 
mission to be compelled to make, and es- 
pecially as to carelessness in a case involv- 
ing $40,000 of somebody’s money.” 











Page 30 












mmm THE EASTERN 
RoR ETN BER UNDERWRITER (ia 


= 


May 8, 1925 








Lincoln Casualty’s 
Guarantee Collision 


ENDORSEMENT IS DESCRIBED 





Paul F. Hyatt, San Francisco, Says It 
Solves An Important Problem In 
Automobile Insurance 





The Lincoln Casualty Co. of Spring- 
field, Ill., has attracted considerable at- 
tention with its Guarantee Collision En- 
dorsement, which is reprinted on this 
page.- Paul F. Hyatt, of Hyatt & Co., 
San Francisco, general agents of the 
company, said this week to THE 
EASTERN UNDERWRITER in discussing the 
endorsement: 

“We feel that this collision will prove 
the solution of the problem which has 
affected every company writing auto- 
mobile insurance in this state. 

“We have discovered through bitter 
experience that the rate charged for 
full coverage collision has no _ bearing 
upon our loss ratio, that is the higher 
we get our rate the fewer people take 
the full coverage, consequently our ex- 
perience is only obtainable upon the bad 
risk. Under this new form, which we 
rate at one-half of the board premiuth, 
the company gets, really, a board rate 
for their collision and only has to pay 
commission and put up reserves on one- 
half of this amount.” 

Circular ‘Describes Clause 

In a circular the Lincoln Casualty 
says: 

“In response to a general demand on 
the part of careful drivers for a Full 
Collision coverage which would not be 
prohibitive in cost, which would put a 
premium on careful driving and give the 
maximum protection, we have adopted 





a new coverage called Guarantee Col- 
lision Insurance. 

“Distinctive features of this coverage 
which make it the most satisfactory form 
of automobile collision insurance ever 
written, are: ‘ 

“It gives maximum protection with an 
opportunity to save 50% of the premium, 
It makes an allowance for careful driv- 
ing. In addition to these advantages, it 
contains every desirable element of good 
insurance. 


Union Indemnity 
Company 


FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, Liability, Plate Glass 





Workmen’s Compensation Insurance 
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trates the plan and shows why Garan- 








tee Collision Insurance is so popular: 
“The conference companies’ Full Col- 


lision premium on a 1924 Rickenbacker, GUARANTEE COLLISION ENDORSEMENT 
Buick, Nash or Velie Coupe 1S $65. In consideration of the collision premium shown in the schedule of the policy to 
“Our Guarantee Full Coverage Pre- wie’ this endorsement is attached and subject to the conditions of the _— > which = 
: is —giving i » endorsement is attached the perils insured against hereunder are extended to include 
= - $33.50 e310 —_ policyholder ACCIDENTAL COLLISION and/or upset, excepting loss or damage to any tire, due to 
a chance to save $31. ae ‘ puncture, cut, gash, blow-out or other ordinary tire trouble; and excluding in any event 
“At the time of taking out the in- loss or damage to any tire unless caused by accidental collision and/or upset which also 
surance we collect only $33.50 and this causes other loss or damage to the insured automobile; also excepting loss or damage 
ATT, the | ‘nsured eve avs us occurring while the automobile insured is engaged in any race or speed contest or while being 
iS 4.i1, that the insured ever pays operated by any person ander the age limit fixed by law or in any event under the age of 
during the life of the policy. sixteen years. 
“If he goes through the policy year (A) It is agreed and understood by and between the parties to the policy to which 
it] Ee llision accident he saves this collision endorsement is attached that, in consideration of the reduced premium at which 
without a co: sion ac the collision coverage under this policy is written, in event of loss or damage to said automobile, 
$31.50, this being the difference between whether said loss or damage is covered by this endorsement or not, the Company shall not he 
the Manual Premium and our Guarantee tiahte for any collision as defined and limited herein unless the loss or damage so resulting 
Full C rave Premi gregates an amount in excess of the amount of the collision premium hereon as set out in the 
u overage sremium. | " chedule of said policy and the insured has furnished the Company receipted bills or other 
“On the other hand, if the insured setielacters evidence of payment therefor within fifteen days of the date of said collision, 
has one or more accidents he stands the ~—_ Be agree oF iy yond x os reported in accordance with the provisions of said policy, 
- ATR q o which this rider is attachec 
cost of the first Seade'sehi only up to the (B) It is also understood and agreed that the Company’s liability hereunder attaches 
amount of the premium which he has when and after the Assured has expended and reported such aggregate amount of collision 
paid—we pay all the remainder. After damages and only then for the excess of such aggregate amount as specifically set forth 


aes aie ss ee . in paragraph A above. 
he has paid that amount we pay all his (C) The liability of the Company against accidental collision shall be reduced by 
losses in full. the amount of such loss or damage until repairs have been completed but shall thereafter 






“Tt is obvious that the insured benefits attach for the full amount as originally written subject to the provisions of this rider. 
| this kind of collision insurance. His (D) The amount recoverable for accidental collision under this endorsement shall not, 
yy this 4 ¥ anes . under any conditions, exceed the actual cash value of the property at the time of any loss 
maximum payment, if he has the very or damage, but shall not be limited by the amount of insurance named in this policy to 
worst luck with accidents, is $33.50 to which this endorsement is attached. 
us and $33.50 for repairs. Thi CANCELLATION 

1S : P his collision endorsement and insurance may be cancelled at any time by either pz arty 
: No enasiggee talking, lari cethe $30 on ~ _— terms and conditions as applied to the cancellation of the policy to which it is 
in premium, will ever popularize the attache 

: : hia . ° ess All other terms and conditions of the policy remain unchanged. 

or $100 Deductible policy with the car Attached to and forming part of Policy No..........cccccccccccscccscss of the LINCOLN 
owner. He doesn’t understand that $50 CASUALTY COMPANY. 
or $100 is deducted from every collision SOIREE WOR Su is cceacnsicecsaneseoren ted Pe Agency 
claim—hence dissatisfied policyholders RPBUN rinses sivwisey sc ouwaninesasbashnnts gf sass (usw eviebaipcas aceneeeend esses Agent 


if more than one loss occurs.” 
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Fly-wheel Breakage. 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Use and Occupancy. 
Workmen’s Compensation. 
Werkmen’s Collective. 








- oe Breakage, Eleve ice, congested as never before and the chance of accident has been materially 
tor ator 
e, Employers’ Liability, Engine 


weeks. Springtime is the “harvest time” for automobile commissions. 
General a. 5 Golf and Gama, 
Group A and Sickness. 


Manufacturers’ Lisbllity, Marine COMPANY, LTD. 
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THE SUPER-SERVICE COMPANY 


4,000,000 New Cars 


Even graphic charts fail to adequately impress the average insurance agent 
with the marvelous possibilities for developing automobile casualty lines. 
The automobile insurance proposition is too big to be visualized. 











Manufacturers claim that 4,000,000 new cars will be built and sold in 1925. 
Thousands of motorists, who do not feel called upon to buy a new machine, 
will be operating their Pre-1925 model. So there is no end of prospects. 


As has been frequently stated, only a small proportion of automobile 
owners are protected by insurance. This despite the fact that roads are 


increased. 


Insurance men should push automobile insurance hard during the next few 
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The Picturesque Winston’ Churchill 


Easily the dominant subject of conver- 
sation in the life and casualty insurance 
offices of the United States the last few 
days has been the Winston Churchill in- 
surance and old age pension scheme pre- 
sented to Parliament, and the dazzling 
personality of the Chancellor of the 
Exchequer has again come into the lime 
light. 

Winston Churchill is undoubtedly one 
of the most interesting characters in the 
public life of any nation, and he has had 
a career which has fascinated a great many 
people, and which would have made it 
absolutely impossible for him to achieve if 
he were an American in a similar position 
to that which he now holds in England. In 
America, cabinet people having to do with 
Government funds have generally been of 
the banking or legal type. 

The son of an American mother and a 
British aristocrat, and having had the 
advantage of the best of British educa- 
tions, Winston Churchill came into promi- 
nence about the time of the Boer War. He 
was then a handsome, dashing war corre 
spondent who became the intimate friend 
of Richard Harding Davis and other 
American war correspondents who helped 
make him famous on this side of the 
water. Tle got into public life at the start 
and was regarded as impetuous, dashing 
and sometimes flighty. There were times 
when the genius most favorably impressed 
the British public and there were other 
times when he was regarded as a rattle 
brain; as still too much of a boy. He he- 
came a jingo and had very definite impres- 
sions of the peril to England of German 
militarism. In July, 1914, he occupied a 
position in the British government which 
permitted him to send British ships to the 
North Sea in such a way that when the 
world war started the British fleet was 
ready for action. Tt was a great achieve- 
ment and will go down in British annals 
as a stroke of great brilliance. Churchill 
became First Tord of the Admirality and 
got along fine until the Gallipoli campaign, 
which resulted in his temporary downfall. 
He has written a very interesting book on 
the subject. 

American insurance men are trying to 
diagnose what are the motives in the 
British government of the new insurance 
scheme, and some of them believe that it 
is a very clever move to make the unem- 
ployed more satisfied with their lot. 

* * * 


Why The New York “Evening Post” 
Has Started An Insurance Column 
The “Evening Post” experiment with 

an insurance column is being watched 

With considerable interest. In addition 

to a regular “news column” some orig- 

inal matter is promised from Griffin M. 

Lovelace, the former superintendent of 

agents of the Connecticut Mutual Life, 

who of recent years has been devoting 











his life to the education of others, at 
the present time being head of the life 
insurance school at New York Uni- 
versity and before that with Carnegie 
Institute. He is a man of fine educa- 
tion, including some years of study at a 
German university. 

The “Evening Post” has been look- 
ing for an insurance writer for some 
time, the financial editors of the “Post” 

first, F. Schneider, Jr. (now with the 
“Herald-Tribune”), and later Paul W. 
Garrett—having scoured the field for 
one at the request of John C. Martin, 
the son-in-law of Proprietor Cyrus Cur- 
tis, of the Philadelphia “Public Ledger” 
and the New York “Evening Post.’ 
Mr. Martin is very keen on insurance 
and carries limits of life insurance in 
various companies. He wants the 
“Post” to tell the public about life in- 
surance uses in plain, simple language 
that anyone can understand, and this is 
what Dr. Lovelace can do most effec- 
tively. 

J. Mitchell Thorsen, a prominent New 
York insurance broker, anda personal 
friend of Mr. Martin, told me recently 
that he knows of few men more enthu- 
siastic about life insurance than Mr. 
Martin. 


* . * 


Why Higher Limits Are Getting Higher 


Some of the underwriters inform me 
that many of the arguments in the news- 
papers for higher limits in liability and 
automobile insurance, based on the fact 
that the man should have 10,000-10,000 or 
10,000-20,000 instead of 5,000-10,000 are 
commendable as the large body of policy- 
holders are persons of small means, but, at 
the same time, they are rather amused at 
some of the statements made as they do 
not call attention to how high those limits 
are really going. In the old days a $100,- 
000 limit was a maximum. Then came the 
$200,000 and the $300,000 limits. Now 
there are plenty of policyholders who have 
limits of $1,000,000, and there is one lia- 
bili policy which was written a_ short 
time ago where the limit is considerably in 
excess of that. 

The need for a very high limit for a 
very rich man is obvious to everyone fa- 
miliar with jury motivation. Here is an 
illustration of why a very high limit run- 
ning into six figures is advisable. 


Charles M. Schwab of the Steel Cor- 
poration, whose salary is publicly purported 
to be $1,000,000 a year (which statement 
has never been denied by him), has a din- 
ner party in his house on Riverside Drive, 
for which, by the way, an offer of $3,000 - 
000 has just been refused because of the 
sentimental interest in the place of Mrs. 
Schwab, who does not want to sell. He 
has three dinner guests who are steel men 
and multi-millionaires. The car containing 
this quartet and a chauffeur proceeds over 
toward Park Avenue and at Central Park 
West runs into a Ford car containing three 
lawyers from the Bronx en route to the 
Hotel Commodore, where they expect to 
attend a testimonial dinner of the Bronx 
Bar Association. In the smash-up which 
follows, two of the lawyers have limbs 
broken and one suffers internal injuries. 
They are taken to the hospital. 

The following morning they read in the 
newspapers the identity of the man in the 
car which caused the accident. It does not 
take. much imagination to believe that the 
resulting damage suits will break all 
records in the amount of damages asked. 

ae 
Drop Casualty C ny Sch 


On the front page of this paper will be 
found a very interesting story about an at- 
tempt now being made in Newark to sell a 
number of millions of dollars worth of stock 
in an insurance promotion. A reporter for 
THe Eastern UNDbDERWRITER working on 
the story informs me that it was the 
original intention of the promoters, one of 
whom is F. Spencer Baldwin, the former 
manager of the New York State Insurance 
Fund, to have two companies, one casualty 
and one fire, but that the casualty proposi- 
tion has been dropped. It is reported that 
this is only one of two insurance stock 
promotion propositions now under way in 
Newark, the other contemplating a motor 
car insurance company, former Secretary 
Guthrie of a New Jersey fire insurance 


company being one of the promoters of 
that scheme. 





* * * 


At the Ball Game 


I attended a baseball game up at the 
Polo Grounds the other day and among 
the prominent insurance men T saw in the 
grandstand and among the insurance clerks 
T saw in the bleachers were the following : 

(Continued on page 56) 
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The “Sockological Moment” 


I'ranklin C. Morss, superintendent of 
agents of the Provident Mutual, tells a 
good story about the psychological mo- 
ment. One of his veteran agents, a born 
salesman, was asked just how he was 
able to close so many sales. “Well,” 
said he, “TI just wait until I come to the 
‘sockological moment’ with my prospect, 
and then I ‘sock’ it into him.” 


* * * 
The Greene & Goetschius Appointment 


There was considerable _ satisfaction 
among insurance men over tlie appointment 
of Greene & Goetschius as general agents 
of the Union Indemnity for the Borough 
of Manhattan, which it is understood is a 
temporary appointment effective until the 
Northwestern Casualty & Surety, which 
has been purchased by the Union, re- 
enters the state of New York. 

Greene & Goetschius had been general 
agents of the Northwestern; had built up 
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an organization which had rolled up a 
premium income of about $1,000,000, and, 
suddenly, the company retired from the 
state, leaving the general agents without a 
general writing casualty company. In 
view of the restrictions in representation 
under the acquisition cost, and the diffi- 
culty of getting general agencies of com- 
panies already in the field, the situation 
was rather embarrassing, and there was 
considerable sympathy for Greene & 
Goetschius. Of course, no one can blame 
an insurance company for retiring from a 
state, and undoubtedly no such move would 
be taken without consideration of the gen- 
eral agents, but it was regarded as a piece 
of hard luck, from the New York stand- 
point. 

It is understood that the reason the North- 
western started pulling in its connections 
was not on account of New York experi- 
ence, but largely because of unsatisfactory 
experience with surety insurance in various 
parts of the country, the company having 
had some bad losses in Cleveland and some 
other places. 

It, therefore, gave considerable satis- 
faction to the street when one of the first 
acts of President Moss after obtaining 
control was to announce that he had made 
the Greene & Goetschius appointment, and 
also it must have given pleasure to Alex- 
ander Greene to know that after having 
represented the Northwestern the interests 
obtaining control of that company would 
return to his office. 





VIADUCT FATALITY 





U. S. F. & G. Had Issued Accident 
Policy Covering William C. Schwenk 
Day Before Death 
The United States Fidelity & Guaranty 
had issued a $15,000 principal sum and 
$50 a week disability accident insurance 
policy covering William C. Schwenk the 
day before he plunged in an automobile 
over the Central Bridge viaduct on the 
Harlem River, New York, to his death 
early last Suriday morning, carrying with 

him a man named Ashworth. 

Mr. Schwenk was driving his car and 
was mistaken for the man who had 
punched his face when he remonstrated 
with the driver of a car who had bare- 
ly missed running him down. During the 
fight that ensued the car plunged into the 
guard rail and both went over the viaduct, 
Schwenk dying on the way to the hospital 
and Ashworth being killed immediately. 





It is a natural human impulse for the 
owner of property to protect that which 
he owns. The institution of insur- 
ance is founded on that impulse. Pro- 
tection is the background of insurance. 
—Casualty Information Clearing House. 
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Karl P. Blaise Going 
With Federal Surety 


AS ASS’T GENERAL MANAGER 





Now Chief Examiner of Iowa Insurance 
Dept.; R. W. Brockett Succeeds 
Him; L. J. Irwin Resigns 





Several changes are taking place this 
month in the Iowa Insurance Department 
at Des Moines, two men leaving the de- 
partment to assume company connections. 
They are Karl P. Blaise, chief examiner of 
the Iowa department, who is going on 
June 1 to become assistant general man- 
ager of the Federal Surety of Daven- 
port, Iowa, and Lynn J.’ Irwin, of the 
life examiners, who has already gone with 
the Royal Union Life of Des Moines. R. 
W. Brockett has been appointed to suc- 
ceed Mr. Blaise. 

In commenting upon the changes and 
promotions Commissioner of Insurance W. 
R. C. Kendrick pays the following tributes 
to the men under his supervision : 

“In this connection, permit me to ex- 
press my opinion that Mr. Blaise is one 
of the ablest men ever connected with the 
Iowa Department. He is not only an 
efficient insurance man, but also a person 
of good, sound judgment and executive 
ability. I sincerely believe that I express 
the sentiment of all who are familiar with 
his work in this Department, when I make 
the statement that Mr. Blaise is one, if 
not the best, casualty examiner in the Mid- 
dle West. He has been connected with 
the Iowa Dapertment since July Ist, 1914. 


With Department Five Years 


“Mr. Brockett has been an examiner 
in the lowa Department for the past five 


years. While I regret the loss of Mr. 
Blaise, yet | am very fortunate in hav- 
ing Mr. Brockett to succeed him, and the 


high standard established by Mr. Blaise 

will be continued under Mr. Brockett. 
“In this connection, permit me also to 

inform you that since assuming the office 





of Commissioner of Insurance, I have 
established a fixed policy of building up 
the Department from the inside, and to 
that end I keep training men in the De- 
partment for the higher departmental posi- 
tions, so that when the head of a particular 
deparment resigns I always have a man 
qualified to take his position, thereby main- 
taining the high efficiency of the Iowa De- 
partment.” 





ENOUGH OF RECIPROCALS 
Sangamon Coal Co. of Springfield, Ill. 
Irritated by Experience With Asso- 
ciated Employers 


Tue EasTeERN UNDERWRITER has received 
a number of letters from those insured 
in the Associated Employers Reciprocal 
of Illinois asking their opinion relative 
to their unfortunate experience with that 
carrier. 

From _ the 
Springfield, IIl., 
received : : 

“With reference to our experience 
with reciprocal insurance, we are sorry 
to inform you that our experience has 
been sad and so far as we can see at 
this time we are through with that type 
of insurance, Personally, I consider the 
blame for failure of these companies to 
operate lies with the State.” 


Sangamon Coal Co., of 
the following letter was 





CONTINENTAL APPOINTMENTS 

The Continental Casualty has ap- 
pointed E, S. Cowles & Son of Hart- 
ford, Conn., general agent for all casual- 
ty lines. It has also appointed Anson 
S. Hopkins as general agent at Hart- 
ford for the commercial and non-can- 
cellable accident and health department. 
In addition to representing the Con- 
tinental, E. S. Cowles & Son represents 
the Fidelity & Deposit and the Great 
American. 

A ane of ye Sunets  Baderwsite ‘rs’ 
Association of Philadelphia was held 
recently. 


BUREAU MEETING 


Old Officers Re-Elected; Will Open 
Branch in California; Phillips 
Reads Report 
The National Bureau of Casualty & 
Surety Underwriters held its annual meet- 
ing Wednesday. The meeting was pre- 
sided over by Jesse S. Phillips, general 
manager of the Bureau. In an interesting 
talk at the opening, Mr. Phillips reviewed 
the work of the last year by the bureau 
companies and the progress made in the 
casualty and surety fields. His summary 
showed the Bureau to be in an excellent 

condition. 

The annual election of the officers of 
the Bureau resulted in the re-election of 
jesse S. Phillips as general manager, 
Albert W. Whitney as associate general 
manager and G. F. Michelbacher as secre- 
tary-treasurer. 

The advisability of establishing a branch 
bureau iv California was discussed at 
some length, it finally being decided to 
open such a bureau and Mr. Phillips, as 
general manager was directed to proceed 
with the formation of a California Branch 
Jureau. 

Some of the various committees chosen 
at the meeting follow: 

Executive Committee: Aetna Life, Fidelity & 
Deposit, New Amsterdam Casualty Hartford 
Accident Independence Indemnity, Indemnity In- 
surance Company: of North America, Royal In- 
demnity, Maryland Casualty, Travelers Insur- 
a and the Standard Accident. 

Conference Board: Aetna Life, Indemnity In- 
surance Company of North America, Continental 
Casualty, Metropolitan Casualty, ler ts Amster- 
dam, Independence Indemnity and the Sun In- 
demnity. 

roe Board: London Guarantee & Accident, 
Maryland Casualty, Ocean Accident, Royal In 
demnity and the Travelers Insurance. 








TALK ACQUIS ITION COST 


At the meeting of the executive com- 
mittee of the Compensation Rating Board 
of New York yesterday, rate levels, the 
acquisition cost and methods of preventing 
industrial accidents by cooperation with 
the New York Industrial Labor board 
were the chief topics of discussion. 


GOLF AT UTICA 
The Golf Tournament to be held when 
insurance men are in Utica on May 15th 
attending the annual meeting of the New 
York Insurance Federation will be played 
on the course of the Yohnundasis Golf 
Club. Entries and club handicaps should 
be sent to Joseph H. Miller, Utica, or 
James R. Garrett, 81 John Street, New 
York. The events are as follows: 
36 Hole Medal Play—Low Net 
First Best—Silver Cup donated by Mr. A. 
Duncan Reid, President of the Globe Indemnity 
Company of ‘Newar 
econd Best—Golf Hose oe by Mr. Julian 
nny Jr., of Davis Dorland & Company, New 


York, 
18 Hole Medal Play—Low Net 
Morning Round Only 
First Best—Thermos Jug Set , by Mr. 
E. A. St. John, President of the National Surety 


Comp 
Senna Best—Military Set donated by Mr. 
John S. Turn, Secretary-General Manager of 
Aetna Life Insurance Company at New York. 
18 Hole Medal Play—Low Net 
Afternoon Round Only 
First Best—Golf Sweater donated by Mr. Wal 
ter G. Falconer, President, Phoenix Ind. Co. 
Second Best-—Silver Shaker donated by Mr. 
Alonzo Gore Oakley of Oakley & Lewis, Resident 


:~ereeila United States Fidelity & Guaranty 
Co. 
Kickers’ Handicap—Choose Your own Before 


ing 
Afternoon Round Only 
Prize—Book Ends donated by The Royal In- 
demnity Company of New York 


Putting Contest for Non-Golfers at 2? M. 
Prize—Silver Flask donated by Mr. W. G. 
Curtis, President of the National Casualty Com 

pany of , Detroit. 

GO BEHIND IN PENNSYLVANIA 

Mutual companies fell behind in the 
race for premiums in Pennsylvania last 
year. They wrote $390,958 in 1924 as 
compared with $419,047 in 1923. There 
were several Mutual companies which 
were a long way from home to write 
trifling amounts. For instance, The Re- 
tail Hardware of Minneapolis wrote $465 
in’ Pennsylvania in 1924. The Texas 
State wrote $377. 

A special meeting ee stockholde rs of 
the Metropolitan Casualty has been 
called for May 15 to vote on a proposi- 
tion to increase the company’s capital 
from $1,000,000 to $1,500,000. 
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Nearly All Companies 
In On Cost Agreement 


SITUATION IS ENCOURAGING 





Companies Not Yet In Line Expected 
To Join Majority; Superintendent 
Has Whip Hand 





An important development has just 
occurred in connection with the Con- 
ference on Acquisition and Field Su- 
pervision Cost for Casualty Insurance. 
This organization was formed in Octo- 
ber, 1922, at the request of F. R. Stod- 
dard, who was then superintendent of 
insurance of New York State. Its pur- 
pose was to stabilize the commission and 
agency situation in the field of casualty 
insurance. The payment of excess com- 
missions, and the promiscuous appoint- 
ment by some companies of large num- 
bers of preferential commission agents, 
had created a condition in the business 
which was so acute that radical action 
was required. The Conference was suc- 
cessful in securing agreement among a 
substantial number of casualty company 
executives upon a set of rules which 
was submitted to and approved, first, 
by the New York Insurance Depart- 
ment, and later by the National Con- 
vention of Insurance Commissioners. 
These rules became effective early in 
1923, and have continued in effect in 
the interim with a few changes which 
were made from time to time by the 
Agency Committees in charge of the 
administration of the Conference. 

With some exceptions these rules 
were accepted by the stock companies 
licensed to transact casualty insurance 
in New York State, and were applied 
to the agency organizations of these 
companies throughout the United States. 
The result was material stabilization of 
commissions. Certain abuses which for- 
merly prevailed, and which had the ef- 
fect of increasing unduly the expenses 


of transacting the business, were elim- 
inated. 


Beha’s Investigation 


Last summer the success of the Con- 
ference was imperiled by the failure of 
a few stock companies to accept the 
rules. This situation was brought to the 
attention of James A. Beha shortly 
after he became Superintendent of In- 
surance last July. He thereupon under- 
took an exhaustive investigation of the 
subject which extended over several 
months and involved conferences with 
the administrative committees of the 
Conference as well as with executives 
of those companies which were out of 
line with the rules. These conferences 
culminated in a meeting in January to 
which the chief executives of all stock 
companies operating in the state were 
invited. The freest discussion was en- 
couraged. A resolution requesting Su- 
perintendent Beha to support the rules 
was favorably voted upon by the ma- 
jority of the companies, in accordance 
with the suggestion of the Superin- 
tendent that the rules should be studied 
in the light of objections voiced at the 
meeting. A most carefyl effort was made 
to determine whether the rules were 
equitable to stock companies of all 
classes, and particular attention was de- 
voted to the problem whether the rules 
had in fact accomplished what was 
claimed for them by their advocates. 
As a result some minor changes were 
made by the Conference, which also fol- 
lowed one of Superintendent Beha’s 
suggestions, to adopt a plan of opera- 
tion outlining in detail definite machin- 
ery for the administration of the rules. 
An important provision of this plan re- 
quires the Agency Committees of the 
Conference to consider applications for 
deviations from the strict letter of the 
rules wherever individual companies are 
confronted with special problems, and 
provides for arbitration and for final 
action by the Superintendent of Insur- 
ance of New York in extreme cases. 


All Companies Must Sign 


The amendments to the rules and this 
plan of operation were accepted by Su- 
perintendent Beha, in the belief that 
regulation of some sort was absolutely 
imperative, in the interest of the public. 
The question then arose as to those com- 
panies which had not seen fit to accept 
the original rules or to affiliate with the 
Conference. 


It is now understood that Superin- 
tendent Beha has taken the position that 
all stock companies operating in the 
State of New York must sign the Con- 
ference pledge, record their agency 
registrations, and either immediately 
bring their agency organizations into 
line with the rules or apply to the 
Agency Committees of the Conference 
for specific relief as provided in the ap- 
proved procedure. 


A powerful weapon was available to 
the Superintendent in the fact that 
companies of other states are permitted 
to transact casualty insurance in New 
York State by virtue of certificates of 
authority which expire annually on 
April 30th. The Superintendent an- 
nounced that foreign companies would 
not receive certificates for next year 
unless they signified a willingness to 
co-operate with the Conference by sign- 
ing the Chief Executive’s Pledge of ad- 
herence to the Plan of Operation and 
to the rules of the Conference. The re- 
sult is that only a single foreign com- 
pany has thus far failed to take action, 
so that of over forty stock companies 
licensed to transact casualty insurance 
in New York State, there are now only 
five domestic companies which have not 
vet come into line. It is believed that 
these will get in line shortly. 

The Conference, therefore, is in a pat- 
ticularly strong position, and with the 
active support of Superintendent Beha 
there is good reason to believe that it 
will bring to a satisfactory conclusion 
the important work which it has inaugu- 
rated. 
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AUTO LICENSES REVOKED 





Causes for Motor Accidents Revealed in 
Cases of Drivers Losing or Having 
Licenses Suspended 


Out of a total of 30 revocations of 
motor vehicle registrations and operators’ 
and chauffeurs’ licenses for the week end- 
ing Tuesday, April 28, according to figures 
made public by Charles A. Harnett Com- 
missioner of Motor Vehicles, in Albany, 
21 were for driving a car while intox- 
icated. 

Revocations were distributed 7 to the 
Manhattan district of which 6 were for 
intoxication; 10 in the Brooklyn district 
of which 6 were for intoxication; 4 in the 
Albany district, 2 for intoxication; three in 
the Buffalo district, all for intoxication; 
three in the Rochester district, 2 for in- 
toxication; two in the Syracuse district, one 
for intoxication and one in the Utica dis- 
trict for intoxication. 

Out of 147 suspensions for the week, 
however 18 were for driving a car whilst 
intoxicated. In the Manhattan district out 
of 55 suspensions, nine were for intoxica- 
tion and 13 are pending investigation of 
homicide charges. In the Brooklyn dis- 
trict there were 29 suspensions, four of 
which were charged with intoxication, two 
with homicide, one with robbery and one 
as being a plain ordinary burglar. In the 
Albany district there were 18 suspensions; 
in the Buffalo district 13, two of whom 
are charged with illegal transportation of 
liquor; in the Rochester district 21 sus- 
pensions of whom three are charged with 
driving a car while intoxicated while the 
Syracuse and Utica districts each had five 
suspensions. One suspension of an out of 
the state driver was had pending investiga- 
tion of homicide. 


JOINS METROPOLITAN 
The Metropolitan Casualty has ap 
pointed S. K. McClure as superinten- 
dent of the fidelity and surety depart- 
ment. He was formerly with the Na 
tional Surety. 





TO EXAMINE NORTHWESTERN 





Commissioner Smith of Wisconsin Issues 
Statement Relative to Consolida- 
tion With Union Indemnity 


Commissioner Smith of Wisconsin is- 
sues a statement this week relative to the 
consolidation of the Northwestern Casualty 
with the Union Indemnity. He said in part: 


Up to this time no legal steps have been taken 
to consolidate the Northwestern and the Union 
Indemnity Company. The affiliation has been 
recommended to the stockholders of the North 
western by the directors of that company, but 
it has taken only the nature of treating each 
stockholder as an individual, and if two-thirds 
of the Northwestern stock is exchanged for Union 
Indemnity stock, there may be a merger later on. 

The recent developments have been that the 
Union Indemnity Company is applying to our 
Securities Division for a permit to sell its stock 
in this state so as to comply with the Blue Sky 
aw. 

This department will insist that a special stock 
holders meeting should be called, so that the 
comparative value of the stocks of both com 
panies is made clear to the Northwestern stock 
holders. It will also be pointed out to the stock 
holders at this special meeting that a reorganiza 
tion or a merger is not necessary to keep the 
Northwestern operating as a casualty company. 
If the surplus is becoming low at this time and 
possibly there might be a slight impairment of 
the capital, there would be nothing to prevent 
the Northwestern stockholders from reducing 
their capital to $500,000. 

The department is satisfied that the surplus 
as regards policyholders of the Northwestern is 
mifficient to permit it to be licensed to do busi- 
ness in this state, and nothing has been done 
is to the cancellation of its license. 

Before the proposed special stockholders 
meeting is held, it has been recommended that 
the Northwestern be re-examined as of April 
3h by a representative of this department, an 
‘xaminer appointed by the Union Indemnity 
Co., and by Dr. Wm. A. Fricke, former com 


missioner of insurance, who is to represent 
the stockholders. 


OPENS UPTOWN OFFICE 


_E. B. McConnell & Co., of 92 William 
Street, on May 4, opened an uptown 
office at 10 E. 43rd Street. This office 
will act as Borough Agents of the 
Maryland Casualty and is equipped to 
handle all lines written by the Mary- 
land. Howard B. Morris is in charge 
of this new office as manager. 
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CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 
Even as history repeats itself, so year 
after year observance of “ROYAL” 


ethics perpetuates an unchallenged in- 








Contributing to Success 


N any given town you will find one or 
two insurance agencies which stand 
head and shoulders above the rest. Why? 


Simply because they give their clients real 
insurance service. 


It is obvious that these agents couldn’t 
give their clients good service unless the 


companies they represent do the same for 
them. 


With that fact continually in mind, the 
Ik & D’s Home Office staff and the mem- 
bers of its Branch Offices and General 
Agencies have established a standard of 
service which is an exceedingly valuable 
contribution to the continued and increas- 
ing success of the Company’s representa- 
tives everywhere. 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and 


Burglary Insurance 








E. U. 58 J 
PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, | 
Baltimore, Md. __ | 
If you are not already adequately represented in this territory I will 
be glad to have full information regarding an agency connection with | 
your Company. | 
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- . WHAT ABOUT YOUR | 
NEWS PUBLICITY? 





_In The Eastern Underwriter’s leading editorial of April 17th appeared the 
following pregnant paragraph: 


“Insurance publicity is now something more than a 
lusty infant and is growing fast, but it is work which 

; must be intelligently handled. There is so much of 

. importance which the public should know that the 
work of those publicity men who are merely space- 
grabbers, who are turning out material for the mere 
sake of getting out mimeographed copy, and who 
dump trivialities and unimportant copy on editorial 
heads, will gradually be eliminated as the companies 
grow more experienced.” 

















Is the news and feature material that issues from your office of real help 
to the press or is it “trivialities and unimportant matter” ? 


Usable copy, with genuine reader interest, is welcome in editorial offices. 








“Space-grabbing” trivialities are a source of definite irritation to the 
editor and build ill-will for your company. 


We know how to produce only the helpful brand. 
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LUPTON A. WILKINSON, Inc. | 


| 32 BROADWAY mANOvER en 
NEW YORK CITY 


HANOVER 5658 


























| 





_+—_F i r e—+ 

















G from the founaation up — 


HE benefits of insurance in the life of the 

nation begin at its very foundation—the home. 
Here, perhaps even more than in an industrial en- 
terprise, security means everything. 

Insurance is no longer thought of merely as an 
added expense in the upkeep of a dwelling. The 
modern agent cooperates with the builder and 
shows real interest from the time the foundation 
is laid. He becomes a trusted coun- 


home. His advice is sought and respected. The home” 
owner appreciates the efforts of insurance today to 
really, prevent destruction by fire as well as to 
insure him against financial loss. 

The L. & L. & G. Policy is a familiar document 
in homes from coast to coast. The confidence that 
is shown for the Liverpool & London & Globe in 
every phase of National endeavor is often a reflec’ 





sellor in the maintenance of the 











tion of its activities among the 
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